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Resistance Must 
Be Overcome 


Difficulty is always present in life in- 
surance work. To most life insurance 
men, it merely acts as an incentive, 
driving the man on to renewed activity. 
Work is necessarily harder when re- 
sistance must be overcome. Every 
effort should be bent toward battering 
down resistance and keeping it at a 


minimum. 


Many life insurance men have found a 
remarkable success with The Interna- 


tional Life, for its continual alertness to 


agency activities has reduced resistance 
with policies and underwriting practices 
that do not leave the agent with some- 
thing flat and lifeless to sell. On the 
other hand, every policy fairly crackles 
with interest for the prospect. And 
then the agency help and real home 
office cooperation of the International 
make it a company whose agents are 
intimately associated in one large band, 
all working toward a better relationship 
between the agent, the policyholder 


and the company. 


INTERNATIONAL LIFE of ST. LOUIS 


The Company of Today With The Methods of Tomorrow 


MASSEY WILSON 


President 


J. L. BABLER 
Vice-Pres. & Gen. Mer. of Agencies 





A New Company 
A New Policy 


And both are of great value to The company is an Old Line— 

every life insurance man. To Legal Reserve Company—ably 

every agent we offer something managed and directed by leading 

new in life insurance practice. Kansas men. The capital and 

Our new “Complete Protection scutes is ever 8157: 0a 

Policy” really gives complete P an eininteanicg 

protection and in addition “Per- 

fected Investment.” Also this Every possible help IS being ac- 

same policy gives your assured, corded our agents in establishing 

Ordinary life policy if you die, themselves in their respective 

and Twenty pay life policy if you communities as life insurance : 

live. A policy of this type has a men worthy of that name. 

very definite appeal to practically They represent a good company 

everyone. It is exactly the policy issuing strong intelligible con- 

that will fill the insurance th ah * 

requirements of everyone—and EES SD S ee APSR! Saat 

all in one policy. We also issue - hard to equal. Agents who 
establish themselves with The f 


all regular forms of policies— 
ordinary, 20 pay and all forms 
of Endowments and Annuities. 





Directors 


W. C. COLEMAN, 


President Coleman Lamp Co. 


L. W. CLAPP, 
President The First Trust Co. 


W. M. G. HOWSE, 


President Johnston-Larimer 


ROBERT C. FOULSTON, 
City Attorney of Wichita. 





DR. E. S. EDGERTON, 
Physician and Surgeon. 


LOUIS A. BOLI, JR. 
Vice-President and Agency Director 


GEO. THEIS, JR., { 
President A. V. I. Railway Co. Mf 


R. E. BOOTH, 
President Security State Bank. 








National Savings Life will grow 
with a growing company. 





Directors 


Cc. M. JACKMAN, 
L. L. MARCELL, 


L. A. BOLI, JR., 
Vice-President The National 


Company. Sav. Life. 

J. W. LEPORIN, E. W. BOYD, 
President First National Bank Sec’y-Treas. Bridgeport Ma- 
of Florence, Kansas. chine Co. 


OQ. A. POWELL, 
Asst. Cashier American State 


Bank 


J. O. ADAMS, 
J. O. Adams Music Company. 


W. C. COLEMAN 
President and Chairman Board of Directors 


K. V. GRAGG, 
Cashier, Fourth Nat’l Bank. 


W. B. HARRISON, 
President Union Nat'l Bank. 


President Kansas Milling Co. 


President White Eagle Oil Co. 


R. C. CLEVENGER, 


NAL SAVINGS 
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PROGRAM ANNOUNCED 
FOR ANNUAL MEETING 


Splendid Lineup of Talent for Ses- 
sions of American Life 


Convention 


‘NORTHWEST CONGRESS 


SHORT PRACTICAL TALKS | 


Men Prominent in the Business Will 
Take Part in the Proceedings 


at Milwaukee 





Thomas W. Blackburn of 


Secretary 


the American Life Convention § an- 
nounces the tentative program for the 
17th annual meeting to be held in Mil- | 


waukee, Sept. 20-22. The headquarter: 
will be at the Hotel Wisconsin The 
Legal Section will hold its annual meet- 


in Sept. 18-19. The program this year 
is brief and practical. Mr. Blackburn 
states that with one exception the pre- 


pared addresses must not consume 


minutes. Some are lim 


He 


committee 


more than 20 
ited to 10 
“The program 
making this meeting, not only instruct- 
The ten- 


further, 


minutes says 


plans upon 


ive but snappy and unique 


tative program is as follows 


Wednesday, Sept. 20 
10:30 o'clock 


Morning 


Welcome Addresses Arranged b lo- 


cal companies 

President's Address—H R. Cunning 

ham, V. P. Montana Life, Helena, Mont 
Afternoon, 2 o'clock 

The Life Insurance Bureau of Ke- 
search’—John M. Holcombe, Jr., mana- 
ger Bureau of Life Insurance Research 

The Young Company's Special Prob 
lems”’—Frank P. Manly, President Indi- 
inapolis Life. 

“The Trend of Life Insurance’—E, E 
Rhodes Vice-President Mutual Benefit 
Life 

Evening—Executive Session 

Special Topic for Consideration: “Re- 
port of the Committee on Substandard 
Business.” C. H. Beckett, Chairman 


Thursday, Sept. 21 


Morning, 10 o'clock 


What Do Convention Companies Get 


For Their Money ?’—Charles B. Svoboda, 
Secretary Cedar Rapids Life, Ia. 

‘A Home Office Suggestion’ —FE 8) 
Lacy, Assistant Actuary, Northwestern 


National Life, 
Mificiency Standards- 


Minneapolis 
Comparing Lifé 


Insurance With Commercial Corpora- 
tion’—J. Charles Seitz, Secretary and 
Actuary Security Life, Chicago 


Afternoon, 2 o'clock 


\ddress by a Distinguished Publicist 

hame to be announced later 
‘Field Problems—A Symposium.” 
Ethics in the Field. 
Ethics in the Home 
Selecting Salesmen 
Educating Salesmen. 
Developing Professional 
Holding our Men 
Helping our Men. 
Questions and Answers. 
Every member is invited to 


Office 


Idea 


think on 





HOLDING ANNUAL CONVENTION 


Excellent Program of Speakers Ar- 
ranged for Meeting That Will Con- 
tinue Through Friday 


MINNEAPOLIS, MINN., June 29 
Life insurance company officials, gen- 
eral agents and rate book men from all 
over the northwest have gathered at 
the Radisson Inn, Christmas Lake, near 
here, for the annual convention of the 
Northwest Congress of Life Under- 
writers which commenced this morning 
and will continue through Friday. 
Present indications are that the attend- 
ance throughout the meeting will be 
large. J. Walker Godwin, of the Penn 
Mutual at Minneapolis, is chairman of 


the congress committee, and Ralph M 
Hamburger, of the Northwestern Mu 
tual at Minneapolis, is president 

\ll who have arrived thus far are de 


lighted with the convention headquar- 
ters. The Radisson Inn is one of the 
finest summer resort hotels in Minne- 
sota, and affords excellent accommoda- 
tions. During today and tomorrow a 
number of important talks 
nationally known life insur- 


are to be 
given by 


ance men. A _ strong and interesting 
program has been arranged It is the 
intention of President Hamburger to 
keep the meeting going at top speed 


throughout the two days 


Western Reserve Insurance Course 


completed 
evening 


Arrangements are being 
for including among _ the 
courses given by Western Reserve Uni- 
versity in Cleveland a short course in 
life insurance. Herman Moss, general 
agent of the Equitable Life, is chair- 
man of the special committee handling 
the matter, and the other members are 
Harold Pearce, general agent Guardian 
Life; G. A. Martin, manager Travelers; 


John E. Murray, general agent Penn 
Mutual; David L. Caulkins, general 
agent Connecticut Mutual, and Walter 


H. Brown, president of the Cleveland 
Life Underwriters’ Association. 

The course will extend over a period 
of 16 weeks and arrangements are being 
worked out with the Cleveland associ- 
ation for including some features of 
practical salesmanship. Prof. A. C 
James of Western Reserve will be the 


principal instructor. 


these questions and be prepared to speak 


from the floor The first speaker is lim- 
ited to ten minutes Each succeeding 
speaker to five minutes 

Evening, 7 o'clock. 


Banquet in Beaver Room 
This entertainment is a convention 
function under the direction of John J. 
Cadigan, President New World Life of 
Spokane, Wash. 
Friday, Sept. 22 
o'clock 


Morning 10 


Journal Its Func- 
’ Cyrus Drew, 
Denver, Colo. 


“The Insurance 
tions and Its Limitations.’ 
Editor “Insurance Report,” 

Business Session 


Adjournment about 1 o'clock P. M 





MAY SEEK INJUNCTION 


ROW OVER COMMISSIONERSHIP 


Burt A. Miller, New District of Colum- 
bia Official, Has Fight on With 
Former Incumbent 





) 


WASHINGTON, D. C,, June 27.— 
Burt A. Miller, formerly of Canton, O., 
who came to Washington more than a 
year ago to accept an executive posi- 
tion in the then Bureau of War Risk 
Insurance, has been appointed superin- 
tendent of insurance for the District of 
Columbia. He succeeds Dr. Lewis A. 
Griffith, the present incumbent, who has 
served as superintendent of insurance 
since 1919, being at the time of his ap- 
pointment engaged in the practice of 
medicine in a nearby Maryland town 
The mother of Mr. Miller was a cou- 
sin of the late President McKinley, ang 
his family for several generations has 
been prominent in business and politics 


in Ohio Mr. Miller has had many 
years experience in the insurance busi- 
ness, and it was he who drafted the law 


under which foreign insurance compa 
nies do business in Cuba. He has been 
connected with various insurance com- 
panies for the last 25 years, and it is 
because of this fact, it is said, that the 
commissioners of the District of Colum- 
bia selected him for this post. He was 
formerly with the old Bankers Surety 
of Cleveland and later was with a 
Cleveland agency. 
Griffith Seeks Injunction 


\ court injunction against the dis- 
trict commissioners, restraining them 
from removing him, may be sought by 
Dr. Griffith, who asserts that Mr. Mil- 
ler’s appointment as his successor was 
a political move. W. Gwynn Gardiner, 
former district commissioner, has been 
retained as counsel for Dr. Griffith, and 
has announced that he will immediately 
file a suit in the district supreme court 


to restrain Mr, Miller from holding his 
position, The legal proceedings, Mr 
Gardiner said, are designed to see 
whether the district government em- 
ployes are under the civil service 

“No charges of any character have 


been preferred against me, so far as 1 
have been able to understand,” said 
Dr. Griffith, in discussing the case. “On 
the contrary, during March of the pres- 


ent year Commissioner Rudolph, who 
has direct charge and supervision of 
my office under the present commis 


sioners’ assignment of departments, 
sent for me.” During the course of the 
conversation, he said, Commissioner 
Rudolph complimented him upon his 
management of the insurance office, but 
that Congress had been after him to ap- 
point another and that he might have 
to ask for a resignation about May 15 
He admitted, Dr. Griffith charged, that 
Secretary Christian had written him 
from the White House regarding the 
appointment. 


Connecticut Mutual Mortality 


The estimated ratio of actual to ex 
pected mortality of the Connecticut 
Mutual from Jan. 1 to June 1 of this 
year was 56.1 percent as compared with 
70.9 percent for a similar period of 
1921. Its ratio for all of 1921 was 57.93 





BIG GAINS ARE SEEN IN 
SURVEY OF FIVE MONTHS 





United States Department of Com- 
merce Conducted Investiga- 
tion of Conditions 





FIGURES ENCOURAGING 





Life Insurance Shows An Increase of 
$128,000,000 in New Business 
During Early Period 





New 


the 


life insurance paid-for during 


first five months of 1922 shows a 


gain of more than $128,000,000 over 


like 


hgures 


new business paid-for during the 
1921, 
published by the 


Department of 


period of according to 
United States 
With the 


month ol 
the 


just 
Commerce 
January, each 
gain 
responding month of 1921 
March, April and May 


1 larger amount of new business paid 


exception of 


this year shows a overt cor 
Figures for 
1922, each show 
for than during any month of 1921 with 


the exception of December. 
Barometer of Business Conditions 


The value of life insurance as a 
barometer of business conditions has 
been recognized by the United States 
Department of Commerce, which is now 
publishing figures of new life insurances 
paid-for in its “Survey of Current Busi- 
ness” along with similar reports from 
other lines of business, under the head 
“Trend of Business Movements.” Real 
izing that the life insurance purchasing 
power of the public is a factor to b¢ 
considered in tracing the trend of busi 


ness movements in the country, the 
Department of Commerce requested 
the Association of Life Insurance 


Presidents for monthly reports of the 
new life insurance paid-for in the or- 
dinary, industrial and group classes of 
business. These reports, which have 
been made monthly by the association 
since the beginning of the present year 
include the aggregate new business 
paid-for by 40 companies, which hav 
in force 77 percent of the legal reserve 
life insurance outstanding in the United 
States. 
Advance Sheets Issued 


The agregate monthly figures ar 
first published by the Department of 
Commerce in advance sheets released 
on the 20th of each month and later 
appear in permanent form in the “Sur 
vey of Current Business,” which is is 
sued as a monthly supplement to the 
Commerce reports. Tables based upon 
reports from the same companies cov 
ering other years dating back to 19138 
appear once a quarter in the “Surve; 
of Current Business,” to which the 
monthly figures are added, bringing th« 
tabulation down to date 

It is interesting to note that the pres- 
ent gains over last year are largely duc 
to the marked increase in the industrial 
and group classes of business. Whil 
ordinary life insurance held its own 
during the first months of 1922, show 
ing an increase of $22,000,000 of 1 pet 








ho 


cent over the amount paid-for during 
the same period of 1921, the amount of 
mdustrial insurance paid-for increased 
by over $70,000,000 or 13 percent and 
group insurance doubled in the amount 


paid-for, showing an increase of $35,- 
000,000 


Gains for the Year 
\lthough, with only five months of 
1922 elapsed, it is too early to make 
a prediction regarding the total new 


life insurance business to be paid for 
during the vear, a study of the figures 
thus far reported gives room tor an 


optimistic view of the year’s produc 


tion \ comparison of this year’s 
figures with those of last year indicates 
that if the gains reported to date are 
continued throughout the year the to- 
tal new business paid-for by these 
companies will exceed that of last year 


by over $300,000,000 dollars, giving an 


estimated tmecrease for all legal reserve 
companies of more than $400,000,000, 
exclusive of revivals, increases and 


dividend additions. 
Che following cumulative table shows 


total new life insurance paid-for in the 
same 40 companies during the first five 
months of 1921 and 1922 with the net 
increases for such period these com- 
panies having in force 77.1 percent of 
the total legal reserve life insurance 
in force in the United States of Dec. 
31, 1920: 

1921 1p22 Increase 
Ordinary) 

$1,902,028,636 $1,924,534,687 $ 22,506,051 

Industrial 

524,691,599 595,805,326 71,113,727 
(jroup 

35,610,714 70,263,609 34,652 





$2,462,330,949 $2,590,603,622 $128,27 


Home Friendly Legal Reserve Company 


The Home Friendly Society of Balti 
more has changed its name to “The 
Home Friendly Insurance Company of 
Maryland.” The Maryland department, 
after ascertaining that the society had 
on Dec. 31, 1921, admitted assets of 
FORO 056.03 > the reinsurance reserve 


amounted to $481,223.70 and after charg- 
ing this reserve as a liability there would 
still a surplus as to policyhold 
ers of , or more than 230 per 
cent over the legal requirements, classi- 
fied it as insurance com- 
pany, by setting up the above legal re 
liability \t a special meeting of 
directors a resolution was 
which the Home Friendly 
charged itself with a legal re- 
serve liability of $481,223.70 and thereby 
declared itself upon 


basis 


remam 


$708,712.33 
a legal reserve 
scrTvVe 


the 
approve d by 


hoar d oft 
society 
reserve 


to he legal 


THE NATIONAL 


NORTHWESTERN RALLY 


ANNUAL MEETING OF AGENTS | 


Program for the Convention Is An- 
nounced—Many Interesting Topics 
Are Up for Discussion 


The Northwestern Mutual Lif 
\gency Association will be held at the 
home office in Milwaukee, July 24-26 
The program is as follows: 

Monday, July 24 

12 o'clock, noon District Agents’ 
Luncheon Conference. 

1 to 5 P. M., Golf tournament Hen 
FE. Tyrrell, Legislative Counsel, and M, A 
Carroll, Wisconsin, in charge 

1 to 3 P. M., Tours through home office 
departments Talks to visiting agents 


in each department Explanation of 
work of each department, and its con 
nection with agents’ work in the field 

4:15 P. M. Indoor-Outdoor saseball 
Game Lake Front, foot of Wisconsin 
street. Agents vs. Home Office Clerks, 
W. P. Stuart, Home Office, and V. FE. Pin- 
kus, Indiana, in charge 

67. M. Marathon club dinner (mem 
bers only) 

8:30 P. M Special and District Agents’ 
Association meeting. 

General Agents’ Association meeting 
Tuesday Morning, July 25 
Reception to New Agents Committee 
to be composed of officers of the com 
pany, Marathon club members and mil 

lion dollar producers 

Address of Welcome President W. D 
Van Dyke 

Business Meeting. Election of Officers 
et 

Three-Minute Talks—Marathon Club 


Members 


Afternoon, July 25 
Ralph M 
charge, 


Tuesday 
Method 
Hamburger, Minnesota, in 


Case Discussions 


Case No. 1, R. L. Law, Wheeling, W 
Va.; J. J. Hughes, Des Moines, la. 

Case No. 2, Lee J Loventhal, Nash 
ville, Tenn.; W. F. Atkinson, Brooklyn 
N. 1 

Case No, DeW. H Montgomery, 


Springfield, Ill 


Case No. 4, L. L. Erickson, St. Paul 
Minn.; W. E. Rowley, Newark, N. J. 

Case No. 5, Rudolph Recht, New York 
City; R. S. Goldsburg, Pittsburgh, Pa 

Summary of Session—Chairman Ham- 
burger 

6 P.M Association Dinner. 


Presentation of Company and Associa 
lion Prizes—George E 
intendent of Agencies 

\ddress—Paul F. Myers 
sistant Commissioner of 
enue and member of 
Examining committee 


Copeland, Super- 
former As 
Internal Rev 
1921 Policyvholders’ 


UNDERWRITER 


BETTINGER ILL FIVE MONTHS 


Ohio National’s President Was Promi- 
nent in Civic Affairs of Cincinnati 
and Leading Attorney of the City 


CINCINNATI, OHIO, June 28.—Al 


bert Bettinger, president, Ohio Na- 
tional Life died Tuesday evening at his 
home following an illness ot live 
months. For some time it has been 
known that he could not recover Mr. 
Bettinger had been connected with the 
company since its incept’on as a direc 
tor He was one of the civic leaders 
and prominent men of Cincinnati, a 


Business Men's 
ommerce 
ways im- 


former president ot the 
Club and also Chamber of ( 
His hobby was inland water 
provement to which he devoted much 
of his time. He is survived by a wife 
and daughter He was a leading at 
torney. 


Lindsay’s Frisco Course 


Forbes Lindsay of Los Angeles, well 
known throughout the Umited States as 
a life insurance educator, has announced 


a course of life insurance salesmanship 


in San Francisco opening July 7 and 
running for the following six weeks Mr 
Lindsay plans early morning sessions 
and later sessions after 4 p. m Five 
hours’ daily canvassing will be a part 
of the course 
Wednesday Morning, July 26 

Our Company—Henry F. Tyrrell, Leg- 
islative Counsel 

Our New Policy Contract—M. H. 0. 


Williams, Assistant Supegintendent of 


Agencies 


Why the Northwestern will not Issue 
Disability Income and Double Indemnity 
M. J. Cleary, Vice-President 

The Next Twelve Months—George E 


Copeland, Superintendent of Agencies 


Wednesday Afternoon, July 26 


Luncheon Conference for City Agents 

Cc. C. Dibble. Ohio, Chairman. 

Luncheon Conference for Small Town 
and Country Agents—W. Logan Shearer 


Kentucky, Chairman 
These 
conferences 
1922 Selling Me 


nois 


three speakers will address both 


thods—R. R. Reid, Illi 


fTnsurance Trusts—P rR Hathaway 


Ohio 

Intensive Cultivation—Mrs, Daisy E 
Bugwell, Georgia 

Other speakers will discuss subjects 
of peculiar interest to each group De- 
tails will be announced later 


SURVEY OF LIFE INSURANCE MADE 


REPORT OF NEW 
(Statistics compiled by the 
(PAID-FOR) 
ORDINARY INSURANCE 


10 Companies 
Amount of 


YEAR AND 


MONTH Number of 





BUSINESS OF 
Association 





FORTY UNITED STATES 
of Life Insura 
(PAID-FOR) 
INDUSTRIAL INSURANCE 





GROUP 


6 Companies* 
Amount of 


Number of Nupiber of 








Policies Insurance** Policies Insurance** Policies 
1913 885,876 : 4,557,826 $ 622,909,438 17 
1914 RRG.948 4,922,269 > 50 
1915 42,013 5,142,711 97 
1916 1,077,322 1,975,261 743, 295 
1917 1,258,096 1.973.316 737,809,829 723 
1918 1,279,758 5,198,717 793,187,041 664 
1919 ORT O51 5.582.980 934,807,480 1.610 
1920 » 353.931 5,999,255 1 5S ; 1.791 
19°1 1.885.000 6,600,785 1 5 612 
io2t— 
Jan. 142,521 0 
Feb 157,003 3 
Mat 181,554 13 
Apr 181,545 18 
May 168,078 4 
Tune 165,686 15 
Tuly 151,501 4, 
\ug 140,938 6H 
Sept 141,128 B2 
% 147,751 : 28 
Nov 141,679 109,087,404 24 
Dec 165.616 126,646,382 210 
itor 
Jan 127,199 103,725,385 30 
Feb 142,725 110,954,007 4 
Mar 166,509 132,833,474 51 
Apr 161,120 123,208,464 10 
Ma 168,820 125,083,996 61 
*The ordinary business of the six companies reporting industrial insurance and 
ince is included in the ordinary insurance column. 


COMPANILE 
ce Presidents from special reports furnished by its members) 
(PAID-FOR) 
INSURANCE 
11 Companies 


IS BY YEARS AND MONTHS 


(PAID-FOR) 
TOTAL INSURANCE 


10 Companies 
Number of Amount of 


Policies 


Amount of 

Insurance** 

$ 17,339,000 
3 38,056 
> 





3 91.159 
60,620,890 
130,890,098 
262 
3,065 
479 
813 





665,056 
711,695 





15,215 850,112 

24,379,158 733,001 

9,962,222 793,006 564,281,928 
the 11 companies reporting group insur- 


eT > © ; > + , ‘ j ; i j 
The information listed above includes new business only, exclusive of revivals, increases and dividend additions. 


June 29, 1922 





OHIO EXECUTIVE DIES FIND GREAT SALE OF 


| BUSINESS INSURANCE 


Kansas City Territory Making Ex- 





tensive Use of This As a 
Business Stabilizer 


MEN GENERALLY SEE NEED 


In Cases Where There Is Financial 
Stringency, Term Policies Are 
Being Sold Temporarily 


KANSAS CITY, MO., June 27. 
Life insurance men differ widely as to 
the kind of insurance that will be sold 
during the year in Kansas City and 
neighboring territory. On the whole, it 
is safe to say that the people will buy 
mostly what the agents go out to sell 
It is safe to say that people are not just 
buying life insurance—they are covering 
some obligation, or providing for some 
future need that they are being made 


conse ious of. 
Big Need in Business 


The Metropolitan is still writing large- 
ly for the purpose of stabilizing busi 
ness. Manager L. L. Adams is in close 
touch with a lot of people who are in 
big business, and when they find that 
they have to extend a loan, and the 
bank demands more security, then he 
sees to it that the man is shown that a 
good life policy will turn the trick for 
him. When a banker says to a man 
“You are all right, and we know that 
your business will come out all right if 
you live to manage it. But suppose you 


were to dic—then what would become 
ot your business? And where would we 
come in?” Then Mr. Adams says to 
the man: “Shove this life policy for 
the amount of the loan at that banker, 
and call his attention to the endorse 
ment, ‘Pay to the order of X & Y 
Bank, as their interest may appear,” 
And the prospect signs up, and the 


bank renews the note. It was this kind 
of business that made it possible for the 
Metropolitan to do more business in 
Kansas City in 1921 than it did in 1920 
The same business conditions exist to- 
day as existed in the latter half of 1921, 
and the same opportunity is here for this 
kind of business 

Charles H. Scott, manager of the 
Massachusetts Mutual, is just as sure 
that the big bet for 1922 is business in- 
surance, written on the lives of the 
partners, to protect the business in case 
of the death of one of the executives of 
the company. He has been writing some 
big policies of this kind since the change 


in the tax laws, which remove the 
amount to be received from the insur 
ance policy from the gross amount 


that is to be counted in the returns of 
the company for the vear to be taxed by 
the government. 

Term Used in Emergency 


\ttention is called by D, M. Skinner. 
manager of the Kansas City branch of 
the Aetna Life, to the fact that many 
business men, whose insurance program 
has been disturbed by the conditions of 
the past year and more, are making a 
temporary arrangement for coverage 
through convertible term policies. This 
is considered as “insuring one’s insura 
bility.” The agent is not making any 
great amount on commission, of course 
but he is holding the prospect for his 
company, and has a live prospect on his 
list that is almost sure to be in the mar 


ket for insurance from him at a later 
date. 

Harry L. Ruby, general agent of the 
Manhattan Life, finds that his agents 


are doing much more business and do- 
ing it easier with the small merchant in 
the suburban than in the down 
town districts. The pinch of the hard 
times is being felt, and Mr. Merchant is 


store 





realizing his need of protection. 
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PROGRAM OF TORONTO |AGENCY SURVEY MADE 


MEETING ABOUT READY 


Finishing Touches Being Put on 
Schedule for National Asso- 
ciation Gathering 


TO COVER TIMELY TOPICS 


Efforts Made 
Former Convention Programs— 


to Meet Criticisms of 


Discuss Next President 


Within a few days it is expected the 
completed program for the third inter- 
A s- 


be 


national convention of the National 
Life to 
held at Toronto, Can., Aug. 22-24, 


sociation of Underwriters, 


will 


be ready for distribution, The finishing 


touches are now being put on it by 


J. H. Castle Graham, secretary of the 


Canadian Association of Life Under 


writers. Promise is made that the pro- 
gram will be a particularly appealing 
one to field workers, in that while a 


limited number of subjects will be con- 
sidered, all will be of very timely con- 
cern and ample opportunity for full dis- 
cussion of each allowed. The criticism 
of convention programs in past years 
was that they were ambitious and 
in the attempt to cover so many topics 
no one was satisfactorily treated. The 
entire reasonableness of this viewpoint 
has been recognized by the present ad- 
ministration and the new program has 
been meulded accordingly. 

rhe recent drive for members to the 
National Association is understood to 
have resulted in securing close to 1,500 
new names upon the organization roll, 
and has had a stimulating effect gener- 
ally among the old members 


Talk of Next 


too 


President 


Some quiet talk is going the rounds 


as to the presidency of the association 


ior next year rhe name of Franklin 
W. Ganse, president of the Boston As- 
sociation, is mentioned most persist- 


ently, though doubt is 
whether he would accept the post. Mr. 
Ganse for years has been an active 
figure in the counsels of the national or- 
ganization, and 12 months ago was 
urged to accept its presidency, but de- 
clined, pleading lack of time to devote 


expre ssed 


to the multitudinous duties of the of- 
hee While possessing a broad knowl- 
edge of life insurance, Mr. Ganse is 
particularly versed in its inheritance 


tax features, and is a recognized author- 
ity upon this phase of the business. 
From time to time he has explained to 
gatherings of field men in various parts 
of the country the application of federal 
and state inheritance tax laws to life in- 
surance contracts, and has been able to 


clarify what to many of his auditors 
had previously been an involved propo- 
sition. 

Darby A. Day, Chicago manager of 
the Mutual Lite of New York, and 
president of the Chicago Association, 


has also been prominently mentioned as 
presidential possibility 
Another big man is A. O. Eliason, 
of St. Paul, manager of the Minnesota 
Mutual. He is being, prominently men- 
tioned 


Shuff’s Administration Successful 


rhe consensus among 
members is that the administration of 
President John L. Shuff has been a 
successful one, and would have been 
more pronouncedly had not Mr 
Shuff’s ambitious campaigning trip been 
side-tracked early in the vear through 
his serious throat affliction It is an 
inwritten rule of the organization that 
a change in the presidency be made 
each year, the only departure from such 
having occurred when 


association 


sO 


nolhe » 
poncy years ago 
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WORK OF RESEARCH BUREAU 


Manner of Handling Sales End of Busi- 
ness Analyzed—More Companies 
Are Enrolled 


PITTSBURGH, PA., June 27.—The 
results of the comprehensive survey of 
agency department functions and meth- 
ods just completed by the recently es 
tablished Life Insurance Sales Research 
Bureau of Carnegie Institute have been 
embodied in a report which the Bureau 
now has ready for distribution to mem- 
ber companies. It is entitled “Func- 
tions of the Agency Department,” and 
has been made possible the analysis 
of the work done in agency departments 
of companies visited by the Bureau 
staff. For each company surveyed, the 
Bureau now has a complete outline 
the manner of handling the sales end of 
the The report now being is 





by 


o! 


business g 

sued is a composite picture based on all 
these outlines. It is believed that never 
before has so wide an investigation been | 
made of agency department functions, | 
and that this report, as well as later re- | 
ports from the same will be of 





source, 
practical value to the members 


“Sales Index” Under Way 


Work the “sales index” has pro- 
gressed very rapidly and the first of the 
monthly bulletins giving the 
of paid-for new business in 
and each province of Canada will 


on 


summary | 
state 


soon 


each 


be furnished to the members Almost | 
every company in the Bureau has al 
ready contributed monthly figures as | 
far back as January, 1921, for the vari- | 
ous territories In addition, a number | 
of other companies have volunteered to 
pool their figures in this project Ac- | 
cordingly, the aggregate totals which 
will be used will represent a very tal! 


proportion of the business done by all 


companies in each state. 
Che establishment of 


the Bureau 


not only been published widely in 
America, but has also been noted in 
England. [his fact is shown by a re- | 
cent letter from an English manager in 


quiring for the various blanks describ 
in Report No. 1, April, 1922. The wid 
circulation to report in 
company occurred in one which 


60 to distribute among 


est given 
any 
ordered 


its general 


copies 


agents 


Growth of the Membership 


The membership has gradually in 
creased during the spring, so that today | 
it includes a very representative group 


the United States and 


of companies in 
Canada Their home offices range in 
location from Montpelier to San Fran- 


cisco and from Montreal to Greensboro 


In size they range from the “giants” to 
some of the smallest companies in the 
business, but they all stand on the same 


basis in their desire to improve the sell 
ing end of the business through co- 
operative eftort Che membership Jun 


1 included the following 

American, Detroit Midland Mutual 
American Central Mutual Benefit 
Atlantic National American 
Canada National Fidelity 
Central of Iowa National Guardian 
Connecticut General National of Vermont 


National 
state 


Continental 
Equitable of N. Y. 
Federal 


Ohio 


Phoenix Mutual 


Fidelity Mutual Provident L, & T. 
Franklin Standard of Pa 
Guardian Sun 

Jefferson Standard Union Central 
Lincoln ast 


National West Co: 
London Life ! 
Metropolitan 


Brooklyn 
the 


terms 


Charles Jerome Edw irds of 
long one of the wheel 
body, was given two success! 


hors« Ss ot 


The Canadian Order of Foresters at its 


annual convention at Quebe« ast weel 
voted to increase rates and the advance 
will increase annual revenu $500.06 j 


MAY RETURN TO TEXAS 


COMMENT BY THE 


LIFE MEN 


Action May Lead Other 


Companies to Get Back to the 


Travelers’ 


Lone Star State 


DALLAS, 


mucn 


rEX., June 27 Chere ha 
bee conjecture amo life 1 


whether other of the 





in this state as to t 
lar ee astern companies will enter 
Texas again following the move of th 
Travelers, which has established a 
branch office in this city The Un 
Central Life which operates under the 
New York laws, has continued in the 
state and is doing a very satistactor 
business. Naturally, companies like the 
Union Central and Travelers cannot 
pay the commissions that other compa 
nies in the state cal 
Easterners May Return 
Chere have eC rumors that pric 
the east I ere itching to wel 
Dac i lexas It is said here that the 
would like to come back if they cou 
do so without paying back taxes o 
premiums paid by Texas policyholde 
collected during their absence iroi 
Texas Che state officials seem to take 
the position that these premiums col 
lected from Texas policyholders wer 
loaded to cover the taxes and theretor 
the back taxes have actually been col 
lected y these compan from Texa 
citizens and it would be no hardshy 
for the to pay ove » the state t 
taxes they have already collected 
citizens of this state 
It is not likely that the state wil 
recede from that position Phere have 
been informal conferences from time to 
| time, the companies expressing an opi 
ion that if these taxes were waived tl 
way would be open for them to con 
back Then they would comply wit! 
the Robertson law as it now stands 


providing that the reserves on all Texa 
business shall be invested in Texas st 


curities 


Bankers Life Officials Honored 


George Kuhns, president of the Bank 
ers Life of Des Moines, was guest ol 
honor at the annual banquet ven the 


officials of the company and the agen 
force of the ( M 
Chippewa Falls by Mr 
attended the banquet, featured by paro 
dies on famous songs, sung in honor 


i by William | 


the guests and composed 


Kirk. President Kuhns gave a short 
talk reviewing the economic coyditio: 
of the United States and spoke of th 
road of prosperity that fronted the 
company Other speakers on the pr 


were A, I 


gram Zier manager 

the Milwaukee district; Bert N. Mill 
secretary of the company; O. B. Ja 

son, regional sales manager W. H 
gan, manager f the en 


Cross, 


Wis., and T. P. Rogers, Ceda 
Rapids, Ia., t 


Lord as host closed the anquect 

short address expressing appreciatia 
of the visits of the officials and extend 
an invitation to all present 


year's event 


Paxton Fidelity Mutual “Ace” 


Che Fidelity Mutual Life announcs 


that E. R. Paxton, its manager at 
Stockton, Cal., showed the highest 
crease over his previous year’ m 

tion of all members of the Fidelity 
Leaders Club in a given club year and 
has been awarded the Her ropl 
The application a-weel medal I 
awarded to that agent tail ‘ 
record of on application each weel 


the year who registers the higl 
, , 





centage of deliveres ind p I us 
compared with that submitted 
vear awarded t G. Bla 


Reading Pa 


GOLDEN RULE IS BASIS 
FOR ALL SALESMANSHIP 


This Is 


Fundamental to Success 


Henry Deutch Says 
That Is Lasting 


MARKS CHANGED METHODS 


Minneapolis Attorney Talks on “Essen- 


tials in Life Insurance Selling” at 


Northwest Congress 

Speaking before the Northwest Con 
rress, In session this week at Christmas 
Lake, Minn., on “Efficiency in Life In 
surance Salesmanship,” Henry Deutch, 
Minneapolis attorney, gave the funda 
ental rule as the Golden Rule and the 
ost efficient anual of salesmanship 
the Bible Mr. Deutch said that the 
ttitude in business practice has under- 
one a marked revision of recent years 


11 


ind in all lines it is more a question of 


purchaser and his needs than of the 


desire for a sale on the part ol the sales 
that what is true 
salesmanship is true in 
principles are true 


His address 


il H<¢ also said 
line of 
that 


branches o 


iny other, basic 
tf busimess 


7 
iT was as I0llOoW 


General Basic Principles 


In every science or art, in business 


politics, economics, or sociology, we find 
certain basic principles which form the 
foundation or basis upon which the 
whole structure, with whatever varying 
forms it may take, finds its support and 
maintenance Your own line of activity 
is also illustrative of this point You 
have something that every man and 
woman ought to want and should have, 


something which is a protection to them 


ind likewise a provision for their fami 
lies or dependents when they are gone 
Yet the idea of life insurance is a com 
paratively modern one and _ “still a 


great hordes ol people 
states and 


novelty to 
“As you well know, in some 


ountries life insurance or protective in 


surance must be put over as a matter ot 
ompulsion or governmental regulation 
Why is this true Simply because it ts 
only within very recent times that it 
has been recognized that the placing ol 


life insurance is just as much a matter 


salesmanship as is the selling of mer 
chandise or any ‘other article of prop 
ert 
Former Crude Salesmanship 
In the early experience ol civilization 
vhere transactions were largely a mat 
ter of barter and exchange, and where 


ne man had something that the other 
and n ! 


1 
wanted, the ideas ethods of sales 
, 


extremely 


iship were nec arity 
ude and oft considerabl consequence 
With the growth and ext sion of civil 
utiol together witl the modern 
thods of production, distribution, and 
‘ opportunitse ) exchange ol 
p \ Id p mducts mpetition has 
evolved the necessity for what might 
be called the science or art of salesman 


the 


sstul ex 


hip which consist not only im 
itv to make a fair or 


but likewise to create a demand 


succ¢ 


ange, { 
for the product we wish to sell Keen 
ness of competition coupled with the 
erowth of human avarice and the multi 


plication of our desires for material 
pleasures, has swung the pedulum from 
e earlier, simple methods of salesman 
» to the present so-called high-pres 
re plane vhich re based not only 
pon the question of demand and sup 
| not o1 to the creation of the de 
mand but unfortunately the attempt to 
e one’s propositior means which 
nd to put the prospect ott guard and 
to mesmerize him into the purchase or 
ceptance of something which he does 
ot want and should not purchase 
Get your man’ but a slight refine 








ment or more polished form of the old 
barbaric theory of the ‘survival of the 
fittest.’ 

Two Problems Arise 


In your own particular line there are 
two problems that must of 
samaiead One is your own and the 
other the prospect or the men to whom 
you sell the insurance. From your own 
standpoint, and quite naturally selfishly, 
the urge would seem to be simply and 
ustifiably by whatever means you can 
to sell a man your product because of 
the profit to yourself. Whatever our 
sti undards or motives, unfortunately 
while the “spirit may be willing the 
flesh is weak,” and too many of us suc- 
cumb to the temptation to please first 
our own personal advantage. The old 
motto, “let the buyer beware” seems 
still impregnated in man’s nature and 


like the old man of the sea, is hard to 
dislodge. 

“However, there has been a very 
steady and decided change of view with 


reference to all methods of business. The 
newer lines of thought which are em- 
phasizing mind instead of matter, spirit 
instead of flesh, are reversing the old 
method of thought and compelling men 
to recognize a principle which is higher 
than that which seems the mere sense 
of their own existence. Those funda- 
mental precepts of morality and ethics 
which for centuries have been buried in 
the dust upon the shelves on which have 
reposed the family bibles, have begun 
to show signs of a renaissance, and 
people are beginning to realize that 
“there is nothing new under the sun,” 
and that the much exploited theories 
which have vaunted themselves as ex- 
pressions of our superior intelligence, 
are but poor imitations of the wisdom 
and law of the sages of centuries ago. 

‘lf I were to tell you that the Bible is 
the greatest book on salesmanship that 
has ever been written, I am inclined to 
believe that you might receive that 
statement with smiles of derision. Yet 
it is absolutely true. 

“Now, what are the essentials of real 


| ance 
course be | 


| else is to 
somebody selling something to us. In | 





THE 


salesmanship and in what manner may 
we qualify and become efficient therein? 
If you can acquire and apply the funda- 
mental principles, you will find them as 
applicable to the selling of life insur- 
as to any commodity in the world. 

“To my mind, the most direct ap- 
proach to the answer to the question as 
to how to sell something to somebody 
ask what would appeal in 


we must put ourselves in 
the other man’s place. Immediately we 
find the fundamental rule not only of 
salesmanship but of every part of life’s 
activities. It is commonly known as 
the Golden Rule and is indigenous to 
every system of religion and ethics. 

“Now, let’s apply the Golden Rule in 
your work. You want to sell me a 
policy of life insurance. Well, admitting 
as beyond argument the value of life 
insurance, let’s examine the method by 
which you are going to sell it. 

“Why do you want to sell this life 
insurance? Is it because you want to 
earn a premium or want to make a 
record, or is it because you want to be 
of real service to your fellowman? Your 
motive will determine your ultimate 
success. By pursuing the aims of 
selfishness, personal desire and ag- 
grandizement, it is true you may accu- 
mulate wealth, you may make an excel- 
lent record, but when your balance is 
finally struck in your account as a man 
and from the standpoint of happiness 
and content, you will probably find the 
ultimate figures on the wrong or the red 
side of the ledger. 

Service and Right Motives 


other words, 


“If you want to sell from the stand- 
point of service and right motives, 
what must you consider? 

“In the first place, you must be 
fied that the thing that you want to 
sell is something that is so good, that 
you would honestly want to buy it from 
somebody else, or appreciate somebody 
else’s presenting it to you. Second, 
you want to be sure not only that it is 
something that your prospect ought to 


NATIONAL 


| 





| are 
| chosen 
satis- | 
| tions of 


UNDERWRITER 


have, but which under his 
stances and conditions he 
have. Third, assuming that it is some- 
thing he ought to have and can afford 
to have, then you want to be certain 
that it is the best thing of its kind that 
he can obain. Fourth, all the other 
three conditions having been complied 
with, he must then be 
buys the article because in the exercise 
of his own judgment and of a free mind 
he has come to the conclusion that it is 
advantageous for him to have it. 

This, of course, may sound to you as 
though the Golden Rule was being ap- 
plied all the other way, so to speak, re- 
verse, and it is quite natural for you to 
ask, using the common vernacular, 
‘Where do I come in?’ 

Will Get Right Results 


“That is just the difference between a 
good salesman and a poor salesman; 
between an expert and an amateur. An 
expert always knows that given a funda- 
mental principle, given a rule for its 
application, and using the right method, 
he must get a right result. The ama- 
teur balks at the effort necessary to 
learn the principle, rule, and method; 
wants to make short-cuts and then com- 
plains because he does not get results. 

“IT have given you a principle for 
success in your work that I know is 
correct and provable. I think you will 
agree with me that this is so. There is, 
however, a limitation on it and that is 
that it is not self-executing. Like all 
rules and principles it requires applica- 
tion and the application lies with you. 

“You may, however, have this assur- 
ance. If you study and absorb this 
principle and apply it unequivocally you 
bound to be successful in your 
vocation and beyond that you 
build for yourself those founda- 
integrity, character and man- 
hood that will make you worthy factors 
in the further development and mainte- 
nance of our country and its institu- 
tions, and therefore powerful factors 
in the regeneration and rehabiliment of 
the world’s civilization.” 


will 


circum- 
can afford to 


certain that he 
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|COMPANIES WIN CASE 
TAX DECISION IS IMPORTANT 


Texas Supreme Court Says Capital City 
Can’t Tax Securities Deposited 
With State Treasurer 

AUSTIN, TEX., June 27.—The act oi 
the 31st legislature of Texas fixing the 
situs for the taxation of intangible prop- 


erty at the domicile of the owner was 
held to be constitutional by the Texas 
supreme court when it reversed judg- 


ment of the court of civil appeals and 
affirmed judgment of the district court 
in the case of the Great Southern Life 
vs. City of Austin. This decision the 
insurance company wins in a case which 
has been closely followed by every in- 
surance company doing business in 
Texas, as most of these companies have 
deposits in the Texas state treasury, 
which the city sought to tax locally. 
The city of Austin in April, 1917, sued 
the Great Southern Life for taxes al- 
leged to be due on securities deposited 
by it under the laws of Texas with the 
state treasurer. Judgment was rendered 
by the district court in favor of the 
company, and the city appealed to the 
court of civil appeals, which reversed 
the trial court and rendered judgment 
in favor of the city, holding that the 
act under which the deposit was made, 
in so far as it required the securities on 
deposit to be taxed at the domicile of 
the insurance company, was in violation 
of the Constitution. The Supreme 
Court, in an opinion by Chief Justice 
C. M. Cureton, held to the contrary. 


Coffeen and C. F. Axelson, two 
of the leading producers in the Chicago 
office of the Northwestern Mutual Life 
were both forced to undergo operations 
for appendicitis recently They returned 
to their desks last week 


H. C, 








campaign 


NEW YORK 





“Intelligent advertising,” 
in a really thorough-going manner, could be 
made to yield gains and savings in business 
of at least one billion dollars per annum of 
insurance in force.’ 

And over and above the actual financial 
gain, he observes, would be a re-shaping of 
the public’s whole conception of life insur- 


Tu E PRESIDENT of a well-known life insur- 
ance Company was recently commenting on 
the probable results of a national ed .cational 


he states, ‘“‘done 


“Gains and savings of at least 
one billion dollars per annum” 


ance and its salesmen. 


inadequate to express what this would mean. 

Breaking down public resistance by re- 
vealing life insurance in its true aspects 
would “unlock the deepest energies of life 
insurance men, and make their work a plea- 


’ 


sure and a pastime.’ 


conception of life insurance as the commu- 
nity’s biggest asset, and “it will revolutionize 


the whole business.”’ 


Serious thought must be given to such 
words, coming from such a man. 


J. WALTER THOMPSON COMPANY 
Advertising 


CHICAGO BOSTON 


CINCINNATI CLEVELAND 


Figures 


Once popularize the 
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WARNING SOUNDED ON || 


MARKED MORAL HAZARD | 


Present-Day Crime Situation De- 
scribed by C. E. 
Purdy 


OPPORTUNITY FOR SERVICE | 


Work to Be Done by Life Underwrit- 
ers Told to Agents at 
‘Northwest Congress 


\ varning as to present <« ynditions 

s country was sounded by C. E 
Purdy, Minneapolis attorney, speaking 
before the Northwest Congress of Life 
Underwriters this weel Mr. Purdy 
said that this country is facing a great 
problem in the crime situation and 

1 on tl the nderwrite 

s oO CC d h cae arked n 
uence mp ng condition Phe 
i 1 eT I can end i service 
| ect hat cant given 

uy any tic! persol Oo p < pert 
sons. Mr. Purdy said that he did not 
want to let it be thought that he was 
pessimistic ut that no one could deny 
the existence of these tacts He said, 

n part 


Lawlessness Predominates 


“Let us not deceive ourselves with 
the exception of Russia, ours is_ the 
most lawless country in the world. This 
is not a matter of opinion, but a demon- 


strable tact Che crime rate in New 
York is 12 percent greater than that of 
london: in Chicago 32 percent. Phe 


percentage of murders in Chicago last 
year was 14 percent greater than in the 
city of Berlin Crimes against prop- 
erty and person have doubled within the 


last two years Last month, as_ the 
great Lincoln Memorial was being dedi- 
cated in Washington, and the great, and 


near great, were lauding the spirit ot 
the ‘Great Emancipator,’ negroes were 
burned and lynched, without a trial, 
and in one instance, a hearse and the 
coffin that were intended to be used 
for the body of the burned negro, were 
themselves burned and destroyed by 


the mob if Lincoln were conscious 
of all this, we might expect him, in his 
wonderfully quict way, to say, ‘My chil- 


dren, vou have honored me with your 


lips, but in your lives you have forgot 
te! that “all men are of one blood.” ’ 


Significant Sign 


“Last week, scores of men, who were 
endeavoring to earn an honest living, in 
1 neighboring state, were literally mas 


sacred, unarmed, shot in the back as 


they fled: dying, refused even a drink 
water, their bodies thrown into the 
pond Whether operators or the unions 


are in the right is of littke moment 
When we see a return to barbarism 
scenes enacted in times of peace, that 
would not have been tolerated even in 
the creat war. we may well exclaim, 
‘Whither are we bound!’ 

“A still more significant fact is the 
Imost tender age ot the great body of 
riminals The amount of stealing in 
our high schools, universities and of 
juvenile crime among our grade schools, 
makes the outlook for the future, at 
least, not bright 

“Conditions are so serious that we | 
find evervwhere an awakening, and a 
resolution upon the part of our public 
men, in every walk of life, to seek the 
cause, and supply the remedy This is 
truly the heartening feature of an other- 
wise perilous situation 


Encouraging Signs 


“The governor of Minnesota has re- 


cently appointed a commission of 35 of 
our best known men and women, to 
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Our new business for May was 
50% greater than the corresponding 
month last year. 


We believe this splendid increase 
is due in part to our greatly broad- 
ened service both to Agent and Policy- 
holder, which now embraces: 


Standard Life Insurance 
Sub-standard Life Insurance 
Standard Accident Insurance 


Non-Cancellable Accident and 
Health Insurance 


Unusually attractive Child’s 
Educational Insurance. 


_ Pan-American 
Life Insurance Company 


New Orleans, U. S. A. 


C. H. Ellis E. G. Simmons 
President Vice-President & General Manager 
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UMA POMPILIUS is still 

another old Roman who 

furnished the world with a 

wise reason for life insurance. 

His niche in history, how- 
ever, is not traceable to this but rather 
because he was the first advocate of 
disarmament and for the further 
reason that he altered the calendar 
months into the order we now have 
them—incidentally supplying us with 
February. He was a lover of peace 
and during his forty-three years of 
Roman control ‘‘on the iron shields 
spiders hung their webs.’’ But the 
real high spot was his advocacy of 
Faith and Honor and Loyalty as the 
watchword to national and individual 
success. He erected temples to these 
standards and taught that Faith and 
Honor and Loyalty comprised the most 
solemn oath the citizens could swear 
to. And to this day the man who is 
faithful in his affections, honorable in 
his life and in his business, and loyal 
and steadfast in his friendships, is the 
man to be admired. Life insurance 
means Faith and Honor and Loyalty 
above all else. 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
FORREST F. DRYDEN, President 
Home Office, Newark, New Jersey 




















1867 EQUITABLE LIFE 1922 


Insurance Company 


OF IOWA 


Results of 1921 


Insurance in force ...........-+.000:: $286,934,616.49 
Admitted Assets................-0005 $ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 











study and report on the situation. 
significant that within the last 
weeks, at the two great medical conven- 
tions held in Chicago, the most eminent 
physicians and surgeons have raised 
their voices in warning. Says one of 
these: ‘The future safety, prosperity 
and health of the people, and the main- 
tenance of all the benefits which this 
republic affords, demand the preserva- 
tion of the character-building family 
home.’ 

“You, in life insurance, as no other 
group of men, are facing a moral haz- 
ard. You are interested in the physical, 
the financial, and the moral welfare of 
your communities. You have a distinct 
personal business interest in maintain- 
ing and elevating moral standards, quite 
apart from your interest with every 
other citizen, to keep the city clean, and 
free from graft, with every other father, 
to maintain the family honor and integ- 
rity, with every business and profes- 
sional man, to keep business, little, as 
well as big, honest. 

As Affecting Life Business 


“T presume that there is not a man 
among you who has not lost business 
by a failure of your applicants to pass 
the moral examination to which they 
are, and must be subject, especially 
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GEORGE WASHINGTON MUSTER 


Annual Convention of $100,000 League 
of Charleston, W. Va., Company 
Held at Home Office 


The George Washington Life of 
Charleston, W. Va., held the annual 
convention of its $100,000 League of 


Agents at the home office June 27-28. 
An elaborate program had been ar- 
ranged for, caring for both the instruc- 
tion and entertainment of the agents 
and being under the supervision of Ern- 
est C. Milair, vice-president and secre- 
tary of the company. The opening ses- 
sion was devoted great extent to 
business matters, including the election 
officers of the league. Vice-presi- 


to a 


| dent Milair called the meeting to order 


when those policies are written in fig- | 


ures that mean dollars to you in com- 
missions. I know of no other group of 
men whose work and influence may 


contribute as much as yours, to the re- | 


moval of these moral hazards which 
affect you and all of us so directly and 
so vitally. 

“History, not prophecy, testifies 
the fact that a nation, no matter how 
great or how powerful, or how rich, 
when it fails to observe the laws which 
govern society, is doomed, and this 
country cannot hope to endure if more 
than half of its people are law-breakers 
instead of law observers. 

“What is it that we need? President 
Harding stated in a recent address that 
‘The trouble with the people of the 
United States today is that they have 
gotten too far away from God.’ 

Need More “Religion” 


“Babson is right when he says, ‘It is 
not more laws, but more religion that 
we need.’ I have no sympathy, law- 
yer that I am, with the multiplication 
of law. I am convinced that business 
and society would be much better off if 
the law-making power of congress and 
state legislatures could be indefinitely 


suspended and their power to repeal 
alone continued. We are all keen to 
make laws, not for self-government, 


but for the conduct of our neighbors. 
Many of our social reformers appear 
to delight in putting law upon law on 
the statute books, and letting the mat- 


to | 


welcome made 


and an address of was 

by Fred O. Blue. C. M. Agnew, new 
president of the $100,000 Leagué for 
1922-23, gave a talk on “Prospecting 


After the presentation 
of the certificates membership to 
the new entrants into the $100,000 
League, there were four ten-minute ad- 
dresses by star producers. F. J. Kul- 
man, new vice-president of the league, 
spoke on “W hy We Meet”; Guy A. Rit- 
ter, secretary-treasurer of the league, 
spoke on “Sell Yourself, Then Sell Your 
Prospect”; T. A. Coleman, general 


for Prospects.” 


of 


| agent at Macon, Ga., spoke on “Some 


Sales Experiences,” and J. G. Young, 
general agent at Pennsboro, W. Va, 
spoke on “Quick Closing.” 

The afternoon of the first day 
was spent in the home office with 
the field men holding departmental con- 


ferences with officers and department 
heads. President Harrison B. Smith 
was toastmaster at the luncheon that 


day. The evening was devoted to en- 
tertainment with a boat ride and picnic 
supper. 

The second day’s session opened with 
a meeting in the office of President 
Smith, at which announcement ‘was 
made regarding the establishment in the 
agency department of the company of 
“The Order of Washington.” That 
afternoon the assembly adjoined to the 
Edgewood Country Club where lun- 
wheon was served, Ernest*C. Milair act- 
ing as toastmaster. Charles W. Sco- 
vel of Pittsburgh, was the principal 


| speaker, taking as his subject “Creative 


ter rest there, forgetting that there is | 
no law save crystallized public opinion. | 


“When Babson says ‘religion,’ I am 
sure he does not mean creed or dogma, 
but refers to that motivating force in 
kuman life which restrains and com- 
pels; that substitutes in human rela- 
tionship, love for selfishness. After all, 
men, this not religion as we com- 
monly are prone to regard it, it is life, 
and ‘life more abundantly.’ 


What Is the Remedy 


is 


“What is the remedy? Is it more 
education? Do you know that the per- 
centage of college men in our penal in- 
stitutions is four percent greater than 
that of non-college men? Perhaps you 
did not know this, but you do know 
that a college education has frequently 
cnabled a man to escape the peniten- 
tiary that you, and society at large, 
were quite sure ought to be there. 

“How then, are we to put into the 
life and education of our youth, this 
moral element, without which there can 
be neither happiness nor permanency? 
How are we to introduce control into 
conduct, without which there can be 
neither liberty nor prosperity? 

“T shall not attempt to answer these 
fundamental questions in detail, but I 
remind you that there are three great 
agencies committed to this task, the 
home, the school, and the church. Be- 


Soliciting; Monthly Income Insurance.” 
The remainder of the afternoon and 
evening was given over to entertain- 
ment. 


closest 
note 


there must be the 
Unfortunately we 


tween these 
cooperation. 


| that each is apparently endeavoring to 








shift the responsibility upon one or both 
of the others for present day condi- 
tions. 

“Tust a word, just a simple plea to 
you men who are fathers. The old- 
fashioned home has gone never to re- 
turn, but parental responsibility remains 
—forever. You will realize this better 
when I tell you that a teacher in one 
of our high schools, who has charge of 
nearly 1,000 boys, told me only a day 
or two ago that in nine-tenths of the 
serious cases of discipline, the father of 


the boy was either dead, divorced or 
traveled. ; 
“What a _ challenge! It is a fine 


thing, men, to make money, but it is a 
far finer thing to make character, espe- 
cially when the materials are your own 
flesh and blood.” 


Connecticut Mutual Meetings 


The Connecticut Mutual has arranged 
sectional meetings of the members 


for er 
of its $200,000 Club and $100,000 Club 
in September. The first meeting will 
be Sept. 5-7 at Spring Lake, N. J. The 


next will be Sept. 12-14 at Green Lake, 
Wis. Next will be Sept. 19-21 at Estes 
Park, Colo 
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AGENTS HAVE MEETING | 


INTER-SOUTHERN LIFE RALLY | 


NSE 
Excellent Program Is Provided for the 
Annual Convention of the 


Agents Club 


[The agency convention of the Inter- 


Southern Life oft Louisville, is being 


held this week at the home ofhce Che 
program is as follows: 
WEDNESDAY, JUNE 2s 
Morning Session 
i T iis I 
Ss nd |! sbyterian Churcl 
W 1 f Wel m Jan I Duff 
f the Companys 
I s 1 behalf of ISLIC CLU1 
L. Blair, Presider f tl Clu 
Spirit o f the Cor iti St 
Dit tor of Agents 
Company and tl Ag W Ww 
\ \ President 
I 5 1 of Risks—Clare! I 
Thoma Ss nd Vi Pr ler 
’ Relationship of the Agent of the Issut 
¢ Business—Burton Van Dyke, Actuary. 
Luneheon 1 o’clock in the Inter-S h 
rn Restaurant 
\ddress by Houston Quin, Mayor 
Ps : 
Afternoon Session 
Need of Personal Attention to the ¢ 
lection of Renewal Premiums—John F. 
Holland Assistant Secretary 
Cooperation Between Medical Depart- 
the Examiner and the Agent Dr 


W T Willis, Medical Director. 
4 visit through the offices of the com- 
pany showing in detail the process of an 


ipplication from the time it Is received 
intN it is finally passed upon and issued 
6:30 P. M Dinner in the Inter-South- 
ern Restaurant 
Evening Session—First Degree of the 
Yellow Dog. 


THURSDAY, JUNE 29 
Morning Session 


Invocation—Rev. E. L. Powell, Pastor 
First Christian Church 

The Extension Department—C B. Nor 
deman, Agency Supervisor. 

The Influence of the Bank in writing 


Insurance—Claude D. Minor, Presi- 


Life 
dent, Kentucky Bankers Association. 
Meeting of the ISLIC CLUB—R. L 
Blair, Chairman. 
Subject for Discussion 
Securing Prospects for Insurance 
TI Value of Steady Work 
The Follow-Up Systen in Closing 
Prospects 


Bank Connections 

1P. M Picnic—Iroquois Park 
P. M. Dinner—Senning’s Park 

Dancing—8:30 o'clock. 


FRIDAY, JUNE 30 
Morning Session 


Invocation—Rev. John Lowe Fort, Pas- 
r Trinity M. E. Church 
; I 


Sales Congress—J Ss ind 
Chairman 

Subjects for Discussio1 

Income Insurance 

Meeting objections. 

The Valu f Reading S t 


Life Insurance. 
Personal Equipment. 
Afternoon Session, 
ness Session of the ISLIC CLUB 


embers 





B 

Ele 

Pre Suttons ind <« f 
cates 

Announ n its 

0 o'clock Automobile ride through 

the ty and parks 

7 o'clock—Banquet Auditorium Inter- 


Southern Life Building 

Che new officers of the Agency Clul 
are: President, J. L. Strickland, of Lou- 
isville; vice-president, W. S. Rodgers, 


Lakeland, Fla.; secretary, T. Pasco 
Rodgers, Tampa, Fla. The vice-presi 
dents of the states are as follows: R. L. 
Blair, Arkansas; C. C. Young, Florida 
E. E,. Simpson, Indiana; McKay Reed 


of Kentucky; Paschal P. Vacca of Ohio 
and | M. Love of Tennesse¢ R I 
Blair of Marianna, Ark., was president 
t the club last year. 


Arranges for Sectional Meetings 


lhe National Life of Vermont has 
ranged for regional agency meetings 


hroughout its territory The southern 
igents will gather at Asheville, N. C., 
A ig. 2-3. The northeastern agents will 
be at Narragansett Pier, R. I, Aug 


: The middle western agents will 
be at Des Moines, Sept. 15-16, and the 
lar western agents will gather at San 





Another Service 
Occasion 





Every month The Lincoln Life offers its 
most earnest service to its policyholders but 
June is made the occasion of a personal call 
- ' on all the clients of the Company. 
Wisconsin 

‘6 a. wae y+. —. ohare 

offers Howdy Friend” is the greeting which 
precedes the hearty handshake extended by 
Splendid the agency force to all Lincoln Life policy- 
holders. A thorough explanation of the 
Agency service ambition of The Lincoln Life follows. 


Opportunities The adding of thousands of new policy- 
: holders each year enlarges the scope of action 
Now. and the importance of this Junetime reunion. 
Leads resuiting from the good-will of policy- 
holders is causing another big business gain 
for Lincoln Life agents tnis month. 

You join a service organization which 
follows up every well earned advantage when 
you 


Bink up (wr rac (LINCOLN 





The Lincoln National Life 


Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $210,000,000 in Force 





Francisco, Sept. 21-22 
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THE NATIONAL UNDERWRITER || PERSONAL GLIMPSES OF LIFE UNDERWRITERS 
LIFE INSURANCE EDITION = 
Published every Thursday by THE NATIONAL. UNDERWRITER COMPANY, Chicago, Emmet C. Peebles, the new president pointed to that position, is now organ- 
Cincinnati and New York. EDWARD J. heat ig gg ANS President; JOHN. F. of the Cincinnati Life Underwriters | zing a general insurance agency. He 
WOHLGEMUTH, Secretary and General Manager; E RIGHT. NORA VINCENT } \ Cis ar . P I! : ‘par nt 
: ssociation, is one arge person: will esti '" + a loan department. : 
PAUL, Vice-Presidents; WILLIAM A. SCANLON, Southwestern Manager; FRANK. W. ociation, is one of the large personal il lon . ete He 
BLAND, GEORGE C. ROEDING and O. E. SCHWARTZ, Associate Managers. producers of southern Ohio, with the | will loan in Seattle and vicinity on farm 
y | ' : - ] sate . ™ Ps - 
C. M. CARTWRIGHT, Managing Editor | Northwestern Mutual. It was he who nd city real estate security. Mr. Ste- 
HOWARD J. BURRIDGE, Associate Editor | place ine of $1,750,000 o » lite ot manus has a number of agents that 
: Al x. D I é ’ n the lite of : a 
FRANK A. POST, Associate Editor a big coal operator of Cincinnati, prob- | Cover some of the best farm districts 
a ab > vest ; meer alee » | of Washington and trequently come ir 
PUBLICATION OFFICE, Insurance Exchange, CHICAGO ably the largest amount ever placed o cat aii Mastanes elites dean Gamicee 
_CINCINNATI OFFICE, 420 E. Fourth St.. Telephone Main 5192, RALPH E. RICHMAN, Manager a single life at one time in Ohio. Mr. | COMt€ with farmers who desire ioans, 
E. R. SMITH, Statistician; ABNER THORP, JR., Director Life Insurance Service Dept | Peebles succeeds as president S. How- W.EP = : 
eS z 2 < . ete l erd Gwane of ¢ . abies ” . E, Petersen, a member of the firm 
NEW YORK OFFICE, 75 Fulton St., New York; Telephone Beekman 5655 | ard Swope of the Union Central, who of Petersen & Smith. general agent 
GEORGE A. WATSON, Eastern Vice-President lor several years has written more than | 9 a ee ee eee ae 
a million a year. Davenport, la., for the Equitable Life 
Subscription Price, $3.00 a year; in Canada, $4.00 a year. Single copies 15 cents Last Chursday evening Mr Peebl of Des Moines s, died at his homie last | 
' ‘ : + ) ec ~ 7 ? . _ 7 a . 4 l me ) I 
In combination with the National Underwriter (Fire and Casualty) $5.50 a year; Canada $7.50 gave a dinner at the Queen City Clab Wee k following a proiong red 1 ess, Mr 
to his brother officials and a number of | § Ctetse® was 61 years of age 
1 } 7 
leaders in association work and all . 
Work of Small Town Agent pledged him ther cupport for the next { Gfiffin M. Lovelace, director of ¢ 
: 1, . ; a ote Carnegie School of Life tnsurance 
| ( I | i H yea! Che Cincinnati association is one Cat , rs 
1 NSAS I ¢ s some mm : : ) j c vn . . alesmanship., as isitir Sar 
sis - , iY SAFE mane ome many demands upon him. He can own | of the live wires of the national organi- -_ aaa ae li me ; 3 Pare 
iterest comment on the small town his own home and have many conveni- ation and will continue in the fore- FERC~CO Preor 0 Cirecting the as bi 
t from int where th 1 that | Id t | front under Mr. Peeble school of salesmanship which will « 
gents operating re a po I - e ences » “ ot 1 “it , ulna “ es 
i i l i ere C i 1¢ coule n n me cit next month in Los Angeles. 
wopulation ranges from 2,500 to 5,000. Prices are more reasonable He is not aie ; — 
ES 6 — . ° who ‘ut quite a . 1 
he company asserts that undoubtedly the Teduired to keep up with the pace that on aa ay so eS Lewis Sperry, general counsel and 
‘ trets m a City. ht ning es uo msurance promotions | virector of the Aetna Life aad | former 
agents these villages are more pros- Reing acanuz 9 watet . some vears ago and trom that branched | — : eae 
; : ; Jeing acquainted with all his prosp aoai - ongressman, died June 22 following a 
) s ( t Se 1 - ™ s } j St¢ ani } ~ a 
pe fay than th im other p anes, he does not have to go through a let of | — = short illness He was 74 years old Mir. 
except some of the large producers in big preliminary work to get himself estab- st bch Sperry was a distinguished figure in 
cit This may seem a rather startling lished He can call most of his pros- = & Hartford, where his ability as a lawver 
TEES in tees wiles fen “ died  Pects by their first name. He knows just ny, rage Pe nd his participation all public activi- | 
stateme Os © Nave no died : cae i 
, vhen they should be seen Commenting mtg Pimeeee ties wo! ni a wide recognition He 
le situation carefully. further the Kansas City Lire says an ort crag of $25,000 1s a close friend and companion -ol 
Tl 7 1 4 0 if ne | T » ~ Cc + 2 
1 he analysis that the KANSAS CI This agent who lives with his prospe« rwi r — ad —_ tne — wa President Morgan G Bull v of the 
Lire makes of the conditions in the small &€tS the advantage of all that prelin ee ee = =e dollars | Aetna Lif His personality was wide 
. inary work. As he extends his influence nd sok tis contended that the tarms | jy. ,nown. not only in his own city but 
towns and the work or the agents there jn the community, his business grows, | Company muurchased for $535,503 th throughout the country. : 
convinces one that the life insurance sales- ®@nd each helps the other. He is building | land for which the original purchase : 

. ° up for himself, in the midst of his friends, | ,,; nt & - , . KT 

man in these localities has many advant- “9 permanent life income. He i aaa price was about 100,000. Mr, Dollings | Clarence Axman of New York, editor 
‘ ‘ t S i ero | ro . i P ) — + » “rn . . 9 © 
ges ing part of that community. That alone | moted the Ohi » Nata nal 7 and a of the Eastern Underwriter,” is leav 
, ais a gives him a solidity of character that the | Q™¢ time proposed a consolidation Of | ing this week for the Hague, where he 
| stance, the KaANsas Crtry Ltr r , 

9 , : ais ; more nomadic agent can never realize. | all the younger Ohio lite companies will do some newspaper work in con- 
calls attention to the fact that if he is a He is, ei happy and contented i ; — ; nection with the conference of the pow 
live man he is connected with all the @0ine business with his friends and in| Mrs, Adelaide Bradley Cross, 78 | ers to be held there. 

nmunity activiti He is interested waesier 17 momen grow day by day. I} years old, mother of Frank B. Cro 
community a es. > 1S ereste suspect he is about the most independent | : c . rneasel . oy ro . ’ 
i ; os -. 2 creature on the face of thé | and S. M. Cross, president of the Co Thomas W. Blackburn of Omaha, 
] ) oO l hat 1 1 fa f h arth ' 1 
the town government and perhaps is a 7 liumbia Life of Cincinnati, died this f 
‘ ae : a } Seal The city man who tries to do country a - ite ce secretary and general counsel of the q 
mem ot city council, school ard, work must, usually, depend upon some week 1n C incinnat! American Life Convention, recently 
board of public works or something of helper, because he has no acquaintance; | Mrs. Cross was born in Cincimnati made a trip to Kingman, Ariz., to in- 
that } He ‘ he o teoncher in : he has not lived in the community suf- | and was a resident of the Queen City spect a mine in that section He was 
lat Kink ¢ may be a teacher im a ficiently long so that folks know him. | all her life. She had been in ill health | > — 1 ‘a “alga geet Seong “en 
Sunday school, interested in the Boy He is handicapped, too, by having no! dyrine several vears. but before that given his choice of going trom ing 
‘ ; Y es . acquaintance in the city; he is never | 5 ed etn al man aboard a “flivver” or ride a mul 
Scout troop, is one of the backers of the ; time took an active interest In wom-| yy : : | . 3 
; : home long enough to meet his neighbors. oe lal » nhittantion pic . nt He elected to ride the mule d . 
community house, public library, the men’s This is a distinct loss, and a distinet han- +a - cr S and j a t ide om f Dt "Fel - Runyan was his guide and being of a 
? . . . Dine Por ‘ te " rs ross was th widow rT r *eClx 9 - . ~~ 
club or is prominent in the secret socie- “cap for the man who tries to do busi- | 7! bosiinecaaaee “Pion calla ; : : poetical turn of mind he flipped off the 
ee ness at lone range It is almost as im- | Cross, former president of the Co- ] etry hi return hom« 
ties. He is a big man in his town. He possible as it would be for a banker to | lumbia Life, who died in 1918. following poetry on hi ' — 
is held high esteem because of his com- tablish his bank in the city and expect | TSE Ware NULS 
emake t i. 3 laithy a ital folks from two or three hundred miles Henry F. Tyrell of the North- | Im ancient times, so we are told, before 
munit y spir e is daily touch witti jn the country to send him their business | ] ee - The Volstead act had passed, 
; : : B.. western Mutual Life, Milwaukee, was | | \ 
the people of the neighborhood He The city man has all the high expenses | ' as . The kings while traveling in state 
— , ity . s wots | unanimously reelected secretary of the | , : — 
H : , of the city, all its other disadvantages | \ y ; | Rode on a pure white ass 
knows all about them. e knows the and none of the advantages of the coun- | Wisconsin State Golf \ssociation. Mr. | And one young blood so mounted and 
needs and can analyze the conditions con- ‘'"y. Records at hand show us, therefore, | Tyrrell, who 1S well known in lite} Fuli of pep and vim 
l He k } l . that the small town agent who syste- | underwriting circles, is also one of the | While fleeing from the enemy 
fronting ¢ = -_ , f : ; ; ; ; 
ronting them, fi¢ nows what kind of matically takes advantage of the exc¢ P- | prominent golf enthusiasts of Wiscon- | Got hung up on a limb 
sure e 2 - icie ; «t eet tional opportunities that his location of- | gj . o . . arc as | 
insurance and what policies will be ” fers him, is outstripping, from a stand- . *% ae — e oe — | But in these bone dry modern days, ‘ 
the demands of each individual. point of making money, the agent who an official of the golf association, | A man’s a lucky fool ." 
j 2 as : fails to recognize the fact that it is Md ho can journey twenty miles and live 
iving i sme ) S penses ; , } 
Livi n a smaller town his expense vitally important to live among the peo- | Forbes Lindsay, “he ad of the Forbes | Upon a thing called mule 
are much lower. He does not have so ple with whom he is doing business | Lindsay Sales Service of San Gabriel, | But such there be in every clime and 
7 Cal., has gotten out the “Business In- The one I'm to tell about 
Operating Ex nses High ; surance Instructor It gives the gen- | ~ a lawyer living in Omaha and 
pe | eral principles and fundamental knowl- | ° SUre is @ tough old scout 
GENERAL agents and managers are find- the burden of general office expense, | edge relating to business get for | For over twenty years he hadn't bee 
. , ; , | corporations and ‘firms t gives argu stride 
ne wn ssar\ ( 7 “e ¢ Ss rig . eL- alarie [22 oC _— aw - ' : | 
ing It nece ary to practice the most rigid clerks salaric Ss, the cost of necessary sup- ments for business insurance. how to An animal of any sort with hoofs or hide 
economy during these times in order to plies, etc. In several of larger cities | write it, methods of canvassing busi- | W® 8*ve him his choice of three, 
. . ; : ° : a : On whit to make the trip 
operate at a profit. Some of the larger some of the more important general yer ee letters and — ca dae Says he, “I'll take a mule, I've nothing 
offices in the big cities, have adopted th gencies have found it necessary to move | ee a ee ee Pee on my hip.” | 
1 » ‘ ° a ie agents 4 he go s . } ss anc é 
plan of giving desk room only to agents out of the high priced office buildings and | ble Pe dl - violas chat ass and & 
Pa : - » ¢ re | aie “ Certainly se lim well 
producing a specified volume of business. Ito more modest quarters. On the occasion of Vice President | Until going down a mountain trai 
Others are allowing agents to occupy desk A few years ago when costs were down, Field of the National Life of Vermont | The brute began to swell, 
aisha: tend tecnel aia amet, ton 8 hi the general agent could make a fairly | first occupying his desk in the new | The saddle slipped upon his neck 
me es , re good profit upon the writings of every | home office building the agents of the | That white mule took a turn, 
agent insists upon the use of a private agent in the othce Nowadays it is almost company presented him with applica- And the thing that he parked Blackburn 
office a rental charge is made. In the a necessity for the general agent to] tions for $1,815,369, the largest single \ oe t ll f r 
‘ . p < . sm , ‘ <a Wie aie , e ; ville . ? . a ou couldn call a fern 
lar cities particularly, general agents — — every Pho a ecko a rate} day’s business in the history of the} put after we'd picked the cactus out 
, x _ 100 yroduce a stipulated minimum of ¥ anv ’ ‘ a 
are faced with heavy operating costs. In) ci) ‘. It i ~ my ibl , 4 tote es SEE BES MANS Che NS SESS meee, 
. ¢ jusINess t is no longer possible tor the — He said it did not hurt him much, 
big city, for example, where offic ac : . , 
i big City, tO ample, where office space general agent to experiment with _men John H, Evans, who has just com- | And he wasn’t very sore. 
costs $4 a foot, the general agent has to who do not produce business quickly pleted his A. B. course at the Univer- | And when we landed at the ranch, } 
figure closely, and make the best possible a Ps agent — a~p — sity of Michigan, has taken an actuarial | And he got aboard the “flivver,” 
. ae . afford to carry men along in the hope rOSitic ri » O Jationz ife in | He said he had a pain in the region of 
use of a limited amount of desk room, 1 8 i os a ton with the ~ hio N ation il Life a his 1 Tr . 
s : that they may eventually become good] Cincinnati. Mr. Evans took the insur- is liver, 
He has to figure that the agent using an writers. With overhead expenses so high | ance course at Michigan and has had fe’ Tucke ¥ t ater we ron ee 
° . ar ° 6. . P an e ‘ > i Ww on » rns 
ordinary desk in the most limited space is the general agent must take the position | two years’ experience at the home office | PaucKee & Sow mere thorns, : 
he : " hat I a vive desk ae - h _E itabl f | os | And rubbed his hip and said he was sure 
occupying a section of the office that could able re can give << only to This or the Equitable of lowa. The saddle it had corns. 
e ° . P able to go out and get the business. 11S —_— Pr is date ise y , 
be rented at the $4 a foot figure for about * be . & 's 3 re S h | And from this date on, I promise you, 
a ey : ‘ condition has interfered with a great deal . J. Stephanus, general agent of the | That lemonade’s the rule, 
$250 a year. This is simply one item. of agency development work that might | Bankers Reserve Life of Omaha, at | He'll never more have naught to do with 
In addition, the general agent must bear otherwise have taken place. Seattle, Wash., who was recently ap- any kind of a mule. . 
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LIFE AGENCY CHANGES 








NEW BRANCH OFFICE OPENED, MISSISSIPPI GENERAL AGENT 


Missouri State Life Has Just Appointed 
Ernest D. Finch as Manager 
at Newark, N. J. 


Wilfred Cole to Represent Kansas City 
Life in That State, Which It Has 
Just Entered 


\ branch office of the Missouri State Wilfred Cole has been appointed gen- 


Life was opened this week in Newark, | agent in Mississippi for the Kansas 
NX. J. with Ernest D. Finch as manager. | City Life, with headquarters at Jack 
Mr. Finch, an Englander by birth, is an | son [he Kansas City Life was only 
experienced insurances mat having | recently admitted to Mississippi and un 
served the Mutual Life of New York | til Mr. Cole’s appointment has been con 
various capacities from 1893 to the | tracting with agents direct from _ th 
present time. Mr. Finch has had long | home offic« 
executive experience in the home office Mr. Cole is the youngest son of W. ) 
s well as field work. This combination | Cole, formerly Mississippi insurance 


of executive-salesman means the build- | commissioner and for 12 years presi- 
g of an aggressive organization for | dent of the Lamar Lift He began his 
Missouri State Life Newark insurance career as boy the office 
Coming from London in 1892, Mr.| of the Lamar, and rose steadily the 
Finch m 1893 entered the employ of tl ranks of the co1 Ipany until he was ap 
has been con-| pointed assistant cashier, hich posi- 


Mutual Life where | 


cted for the past 29 years During | tion he was filling when he resigned in 
is time he was for 1 years im the 1920 to become associated with his 
home office of the company ind thet father in a local agency handling several 
tered into the field work finally be- | lines 
coming supervisor of the Brooklyn and He was quite s esstul ting 
Long Island agencies business while in the home office of 
In 1921, Mr. Finch was called to New- | the Lamar, and has since written for 
ark where he was superintendent of | the Missouri State Life, through the 


agency of L. B. Lampton at 
Mr. Cole served in the Amer 


during the recent war 


ven ral 
Jackson 


ican army 


Because of his unusual record 


Mr. F 


diately 


gents 
in N 


wark last 
well known there imme 


became 
During 


yeal inch 


1921 he tripled the volume of business In addition to his general agency for 
handled in that office the previous year | the Kansas City Life, he will continu 
and closed the year with 200 percent | to represent the Provident Life & Acci 
increase for the Newark agency over | dent of Chattanooga as general agent 


the same period the preceding year for its commercial policies 


M. J. Williams 


Marshall J. Williams has ap- 
pointed general agent of the Pan-Amer- 
ican Life at Kansas City for western 
Missouri. He has held positions of re- | 
sponsibility in different lines. 


Arthur F. Finley 


Arthur F. Finley, who went to 
Francisco some years ago to assume the 
joint management of the Penn Mutual 
and who recently resigned from the firm 
of Finley & Duryea, to devote his at- 


been San 
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tention to personal production, has bee He began his life insurance wo 
appointed manager for northern Cali- | North Dakota 
iornia tor the Union Mutual of Maine Under his management ths new Oln 
Mr Finley is moving the othces of tty territory should develop into a pt reduc 
company trom the Shreve building. | tiv eld for the Guardia 
where they have been for a number of 
ears, dewn into the center of the in G. el Murray 
an and nn neial distr (y ( Murray or (4 hattanooga L« 
. . . has eC appointed general agent 
West Coast Life Appointments he Pan-American Life to develop that 


Redd Pennington wel known local t ritor He has beer 1 lite insurance 
igent at Det ver, Colo.. and one of the work for the past two years al d ha 
best known insurance men of that sec ist completed a cours« lite sul 
tion, has been appointed state manag ance salesmanship at Carnegt 


of the West Coast Life of San iran , 
cisco for Colorado Elmer Crowe. a Burwell A. Million 
' ' 
7 “~ bs mance: tir ye weed " san i . irwell \ Millior ~ Millios -. 
oa : Co ’ district agents of the Northwest 
— \ ial a Decatur Ill has een 
| nted sales manager of the Louis 
A. C. Parsons and G. R. Tryner lle. Ky eneral agency of the North 
Arthur C. Parsons. a well known and estern and will assume his new pos 
successti realty opcrator h: ving de- lul l H« nas ect n Decatur 
veloped some of t gest pi 5 Oo t past six years. Merrill W. Colby 
land in northern California, t:as } t re! ! is district agent at Decatur 
named il el rthe S Fr cisco | new positiol Mr Million will 
OmMce the Pacific M lai | < (;co i < ed with the ( LD. Rodmat ec! 
R. Tryne named manage st itt eral a and will organize the sales 
the death of John Kilgarif, will mre | tore 
the title « iwency director \M ! 
n have direct charge of the pré Carl A. Greibner 
" , end ¢ +} oe Mr Pa ouree of five 
sol ] represen the Lom ot ¢ Oo ‘ ‘ est ( hic } 
the company ir fa 1 et ed Frat K. Kohle 
the ert art ts hon Statc uper ntendent of rel < the Man 
—_——- ut Life ppointe Vic FE. Rus 
William McRoberts su general agent for the compat at 
lhe ippointment of William McRob Chicago, and arl A Greibn an 
erts as manager of a new agency at | ¢ta!l agent at Buffalo, He also ranged 
Delaware, O.. for the Guardian Life of | for several other appointments which 
New York is announced by Geo. I will be announced later Mr. Russum 
Hunt, superintendent of agencies, to | had been with the Chicago othce ot the 
take effect July 1 ravelers for four years as a specia 
rhis newly established office will con- gent, and has a successful record as a 
trol a small, compact territory in_ the usiness producet _Mr Greibner was 
central part of the state. Mr. McRob-| formerly with the Equitable Life and 
erts is a life insurance man of wide | he too, has a most creditable record 
experience He is a native Ohioa» “ 
et one lived 30 years in two of tl C. A. Biles 
counties included in his territory, where Minor Morton, vice president and 


he has been a very active underwriter. | agency manager of the Volunteer State 








GROW 


It is the 


The State Life gives service not only to 
its policyholders, but also to its agents. Its 
sound methods and good reputation are 
giving it a steady, healthy growth. 

It is not too large to do the little things for the 
individual agent which contribute so much to his 
prosperity. 

The successful Life Insurance Agent wins his battles 
by hard work—and co-operation. The agent furnishes 
the hard work. The State Life furnishes the co-oper- 
ation. Such a combination will always win. 


The State Life is now operating in Iowa, Minne- 
sota, North and South Dakota, Nebraska, Kansas, 
Wyoming and Utah, and expects to enter several 
additional states during the vear. 





| \. C. TUCKER, President 


WITH A GROWING COMPANY 


considerate and personal attention from the Home Office to little 
things that makes State Life Agents a Happy and Successful Family 


STATE LIFE INSURANCE CO. 


OF IOWA 
DES MOINES, IOWA 


We need a few managing agents and special agents 
who have experience, character and ability. Then, 
too, we can use a large number of local agents. 
I’xperience is not always necessary for such posi- 
If you have ordinary intelligence, good 
character, and are not afraid of hard work, we 
have a great opportunity awaiting you. 


tions. 


STRONG AND PROGRESSIVE 


Asset Legal R I I 
$ 751,084.41 $ 8,479.87 $ 1,854,500.00 
789,543.44 58,094.06 4,769,000.00 
1,853,237.17 997,859.25 17,570,599.00 
1,917,911.79 1,173,763.67  24,234,845.00 
2,000,000.00 1,250,000.00  § 28,000,0°0.00 


Dec. 31, 1919 
Dec. 31, 1920 
Dec. 31, 1921 
Feb. 28, 1922 
June 1, 1922 over 





WM. KOCH, Vice-Pre Field Mgr 
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Life of Chattanooga, announces the ap- | has been appointed general agent of the pa 

pointment of C. A. Biles of Chatta- | Michigan Mutual at Springfield. wh 

Our A ents H nooga, state manager for Oklahoma, aceneneariciet pot 

g ave with headquarters in Oklahoma City. G. Cecil Woods a 

: ° ny G. Cecil Woods, Shelbyville, Tenn., has | Bu 

A Wider Field— C. A. Lathrop been promoted from district agent of Un 

P The Jefferson Standard Life of | Bedford county to field supervisor of the | : 

An Increased Opportunity Greensboro, N. C., has been admitted to | “Old Hickory Agency” ef the Bankers | Jui 

pam Rasmerary ace ep nee anaes California and has appointed C. A. | Life of Iowa. He will assist William H. pt 

Because we have Age Limits from 2 to 60. Policies for substantial amounts (up Lathrop manager for that state. He | C@tter, agency manager at Nashville, | ge 

to $3,000) for Children on variety of Life and Endowment plans, thus enabling will have his office in Los Angeles, Mr. | 2"¢, will have entire charge of the or- chi 
parents to buy all of the Family’s insurance on the Ordinary, i. e. Annual, Semi- Lathrop has a splendid record as a acemaggen ged os — = oo 

2 . . . . . . . . 2s » re *y > ‘kory 

annual or quarterly premium plan. Participating and Non-Participating Policies. personal producer, having previously pee b aguelgir big aanaaatin ‘of ra ‘ 

been connected with a well known west- | Bankers. _ ; ; ~ au 

Same Rates for Males and Females ern company. cite ra 

— ° . ° ou 

Double Indemnity and Total and Permanent Disability features for Males and Frank W. Jones Old Line Life Appointments ley 

Females alike. George W. Fields has been appointed £0 

Frank W. Jones has been appointed | peneral agent for the Old Line Life of Ha 

Standard and Substandard Risk Contracts, i. e. less work for nothing. general agent of the Michigan Mutual | jj; oe for Mi ere al t 7 S iné 

Life at Henderson, Ky. He was formerly }_ -pdesecngy ee on he cs 1€ 

general agent < f } ee E abl . Lif ~ , duarters at Minneapolis. Fred C. Walker me 

general agent of the Equitable Life of | h4, been made district manager at Green Ws 


“THE OLD COLONY LIFE INSURANCE ___ |/**w York at Henderson | Bay, Wis, - 


” rae 
COMPANY of CHICAGO, These W. S. Hoops tay W. Crawford, recently resigned ent 
ws Bale ea — from the general agency of the Connecti- 
V. S. Hoops, formerly general agent of | cyt Mutual Life, has become associated ‘ 
the Manhattan Life at Springfield, Ill., | with the Travelers in San Francisco. 

















” | 


Great Southern Life Insurance Company WITH INDUSTRIAL MEN 
DALLAS—HOUSTON . recat: 
NEWS OF PRUDENTIAL’S MEN | re gegen pore ey fe en sane Bent = 


Assets Over i . a $10,000,000.00 Ee | plications for $50. Superintendent Paul 4 os 


Korff was the superintendency leader, 






































‘ Promotions Announced and Leaders in | *‘ bl 
Insurance in Force Over $100,000,000.00 Personal Production Are with Dougias Tow ané Jesse Stephenson ta 
. | er) se Cc e ers. e agency) 
: . = Listed force, C. McKenzie led the field with J. E. 
Offers Liberal Contracts to Reliable Agents in Texas, oaave | ee see = ©: CORSE SENG Ste :, 
iP e = 2 r es “_ rT . : “as ia . ? . ,| ond and third, 1a 
Pr aga Missouri, Kansas, Arkansas, Louisiana, New cay —~% ee, “i | ‘The industrial leaders for the first half un 
] —, P a ae. ° NCW OrK NO. aistrict Oo 1e ru- | year are as follows: J H. Thornton er: 
Nex cw ‘U-| year are as follow ; ‘ 10rnton, 
a X1CO and Mississippi. dential continues to personally write manager, Indianapolis 1; W. E. Finchum i 
ordinary business |} superintendent, Indianapolis 2 district; th 
Policies up to date Albe rt G. Behan of the Jersey City ; W. R. Phillips, agent, Indianapolis 1 dis Ww 
office, now signs opposite the space for trict. : . bee 
W, ; PI x In the ordinary field the leaders are: J n 
rite assistant superintendent, having been : ‘ ct albbic tg on 2 ——— : 
F W GRIFFIN ’ { ‘ W. Miller, manager, Calumet district; J 
- . : E. P. GREENWOOD promoted to that position. M. Cvitkovich, superintendent, Calumet 
Supt. Agencies or President [saac Goldstein, assistant superintend- | district; A. Surman, agent, Calumet dis- ' . 
nt in the New York No. 10 district | trict, Gary. Ind 7 
Hous es y. f Li 
ton, Texas Dallas, Texas | holds second place in industrial, and ———_ f sa 
} stands fourth in ordinary among the John Hancock Changes f dr 
| company’s best assistancy producers. sacioh , nal mi 
Super nden \ lesse ’ Adoiph GoetZe, long connected With the 
1 \ Pa. diate: mM. _ et “<_<. John Hancock Mutual Life in the met- 
| ork, +a. district leads division | ropolitan section of New York City and 
iin lowest average net lapse per S100 of for several years superintendent at Jer- - 
| debit for 1922 and is listed number 6 in | sey City, resigns June 30. The company 
the entire eld. has decided to make a rearrangement of by 
[he iriends ot Assistant Superin- | the New Jersey debit along the Hudsor ome 
tendent Henry L. Barrett of the Los | River and a portion ay yee ~~ Re 
Angeles 1, Calif. district, who has been ken, N Je Agency will b ye ae — se 
. eS luring the past fe West New York Agency, forming the sat 
on - — list ham tin 1€ _ CW! new Hoboken Agency, the name of the - 
} months, will be glad to know that he is | west New York Agency, thus being elim- ag 
INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS | getting along very nicely and is ex-/| inated. A portion of the present Jersey 
pected back at his desk early in July. | City Agency will be added to the Bay- : 
A compa hi h th h h —_—_—. enne Agency, thus forming a better out- pre 
n Ww , ‘ ook for that stric The balance of hi 
£: f: y roughout the seventy years | Public Savings News sear alet neck tr tase commer a on 
of its istory as ever enjoyed—because of its | The Public Savings of Indianapolis an- | be combined to form the new Jersey City joi 
square dealing toward all and its long record of | nounces the following recent changes in agency Superintendent Cook of Hobo- 4 te 
. ° ° | the field: Superintendent J. F. O’Brien | ken will become superintendent of the . Sa 
low net cost—the good will of its policyholders, | of the Bloomington and New Albany dis- | Jersey City agency, while Superintendent - 
> ° : . | trict will go to Terre Haute to become | Seinfel of the West New York agency the 
ee age age of the insuring public, | manager. Agent A. J. Baum of Frank- | will become superintenaent of the Hobo- 
an the lova . syvRER fort has been promoted to superintendent | ken agency Superintendent Brahe will ' 
y ty Oo jits representatives. = ’ at Lafayette Agent A. Surman of Gary continue as superintendent of the Bay Mi 





has been appointed superintendent at | onne agency 


JOSEPH C. BEHAN, Superintendent of Agencies Gary, and H. E. Kent. who has been a Tr 
rking as a speciéz ‘anvasser in Fort | : I 
Wayne. will a cau gps rintendency | Bibler Is Promoted 








at Lafayette. Superintendent J H. Bibler, of the ‘ 
In the “fishing” contest just ending, the | Public Savings Life of Indianapolis at -_ 
| Indianapolis 1 district, under the man- Frankfort Ind, has been appointed the 


Lafayette, Ind., district 


More Than 1’ Million Policies Now ln Force J —_———_—_—_—_——v— smconcuiing TE 
NEWS OF LOCAL ASSOCIATIONS W 

















Only four other life insurance companies in America have Bu 
more policy contracts in force than this company. A study i. ws 
of the following growth in ten years is invited: Kansas City, Mo.—The Kansas City As- | “Systematizing Soliciting.” The address 
sociation last week elected officers for | was interesting from the standpoint of a 
Jan. 1,1911 Jan. 1, 1916 Jan, 1, 1922 the ensuing season Charles R. Mat- | underwriting a man’s needs, not merely 


Mutual was elected | selling him insurance. Selling a man 


— c rf > ~ thews of the Penn 
Asse ts : " $ 5,614,764 $10,279,663 $ 28,295,931 president; Sam C. Pearson, Northwestern | insurance about which he knew nothing he 
| olicies 1n Force 371,106 613,615 1,294,394 Mutual, first vice-president; Earl G. Mer- | was like selling him a ticket to an un- ut 
Insurance in Force 49 245.028 89 596 833 265 197 626 cer, Royal Union Mutual, second vice- known destination, Mr. Barber brought ica 
ae ii = ’ ’ E. reelected | out Underwriting a man according to ins 














president \. Myers was 

. os : ° " secretary and treasurer. his needs is a different matter, for in be 
Attractive opportunities open to agents in Ohio, Indiana, Ken- The new administration will continue | this case the assured knows just wher: Hi 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. es py Se Soeeitien Ser te | BS WEE Ost WHS Aes meerENes. op 
. 2 agents as outlined by the last adminis- x« x * | M: 
e tration. The new officers were to hold a Portiand, Ore. A committee of the lif 
Th W t meeting this week to organize plans and | Oregon Association will soon take up a | of 

e es ern all u ern ] e nsurance 0. policies. The new president was to out- | suggested plan for a state publicity 
line his ideas for the coming year. campaign. No details have been an- ) 

5 

W. J. WILLIAMS, President CINCINNATI, OHIO At the meeting last week, Courtenay | nounced, but it is understood some of f en 
+ Barber, general agent of the Equitable | the leaders in the association desire the en 
Organized February 23, 1888 Life of New York in Chicago, was the | undertaking of a strong paid-for pub- ; Sw 
principal speaker. His address was on | licity campaign in the principal daily r on 
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the state. The committee 
consider the matter is com- 
posed of E. N. Strong, Oregon Life; Hor- 
ace Mecklem, New England Mutual; H. 
G. Colton, Massachusetts Mutual; J. S. 
Buchanan, Aetna Life, and T. H. McAllis, 
Union Mutual. 

The association held its annual picnic 
June 17. Sports, a basket dinner and an 
evening dance were the features E. N 
Strong, president of the association, was 
chairman of committees. in 


papers of 
which will 


general 
charge. 


* * 
Chippewa Valley—Opening with a ban- 
quet at noon, followed by a ball game, 
races and various contests, the annual 


outing and meeting of the Chippewa Val- 





ley Association writers got away to a 
good start, Saturday, June 24, at Lake | 
Hallic, near Chippewa Falls, Wis. Prom- 
inent association members featured the | 
meeting with short addresses Emil 


and E. D. Rounds 
Lavalle and H. J 


Lewis 


Weinfeldt, A. E. 
of Eau Claire and E. F 


Reden of Chippewa Falls comprised the 
entertainment committee. 

Columbus, 0.—Nearly 200 local life in- 
surance men attended the dinner last | 
week in honor of Charles W. Pickell, 
general agent for the Massachusetts 
Mutual in Detroit Mr. Pickell related 
many incidents of his work as a life 
insurance man, humor and pathos being 
mingled in his story and offered many 
valuable suggestions for the conduct of 
the life insurance business. The agents 
carried away with them a new vision of 
the insurance business and many valua- 
ble pointers of which they proceeded to 
take advantage 

 - 

Decatur, Ill.—The Decatur Association 
has recently undergone a reorganization 
under the leadership of C. R,. Golly, gen- 
eral agent of the Equitable Life of New 
York, as president The opening gun of 
the new administration was fired on 
Wednesday, wher in inspirational talk 
was given by Darby A. Day of Chicago 
manager of the Mutual Lif 

Detroit, Mich.—H. R. Mak zg i 
agent for Michigan for the International 
Life of St. Louis and a specialist on the 
sale of business life insurance, wi ad- 
dress tl Detr Ass i t s next 
rn ting 


Louisville, Ky.—The Louisvill Ass 

iation last week elected officers, Lewis 
Cc. Cook bei ele ed resident su 
ceeding Harve Ww! is Bur 
bank and H. R. Kend were lected 
directors Other flicers ire MeKay 
Reed, first vi president: H. A. S31 I 
second vice-pre le! J. Ha s 
retary-tr sur Mr ( »} s 
pointed na on tteer 

San Francisco, Cal,— rles J. ¢ s< 
prominent Ind s " I wh 
has spoken to i de t s 
associations in the East le s 
joint meeting on Ww s s ] 
Norther Ca Ass 7 +} 
San Francisco K ( i t 
ing was arranged by R. I Ss s 
] I ‘ ! I 

ck *« 

Grand Rapids, Mich. \ ‘ 
Michigan ssc itior has elected W. 
Merr Kas ott nresident VV . H 
Strahat \ < resic t une Harry M 
Truesde 

Central Massachusetts \t 
meeting Worcester, Mas st week 
Presid J Ek. H res 
de K Mor I | 
E. I l rv. Otis \ x 
ecutive fice x 1 
W I \ Fr Ww. I ! ; W 
B D M. 1 J F. } 

( ¢ A. Gal H r 
Makelin in New Agency 

H. R. Mal 1 ner g t f M 

in of the Inter ¢ ’ 1 Lif < t } 
head . st i 
t De \ 

sur I rT j \ 
I n esta hed 1 ! J so 
H t Mict l sin i Tt \ he 
ope 1 in ¢ Michie s Mr 
Mak spe business 
life s 1} W t 
of reg me s f th nd I ‘ 

The 1 Miss ¢ Swear 

gin Is Cc imbus Er h was sol 
mnized J ksor Miss., Jur 21. Miss 
Swearengin s the dest daughter of 
; 1 South 





seorge CC, 


Mississipni 


Swearingen, managet 
r ! Phoenix 


GET BUSINESS IF YOU 
MEET PUBLIC’S NEEDS 





So Says Lloyd Damron, Superin- 
tendent of Agents of the 
International Life 


NOW NEAR TO NORMALCY 





Improvements in Coverage 
Agent to Keep up Volume by 


Shifting Point of Attack 


ST. LOUIS, MO., June 27.—“If life 
insurance is a barometer, then say for 
me that normalcy, or a very striking 
counterpart, already has been achieved.” 


Thus Lloyd Damron, 
the 


superintendent 


of agents of International Life of 


St. Louis, responded to a query by THE 
NATIONAL UNDERWRITER representative as | 


to life insurance field conditions of 
today But a growing volume of busi- 
ness trom the field becoming more 


recent months may not be an 


marked in 


ble guide to business conditions, 


he added 





One 1s not necessarily pros- 
perous because called upon to meet 
heavy income or inheritance tax rates 

oth tactors make for increased 
volume ot life insurance 
Shift Point of Attack 
Che constant and varied adaptations 
ot modern life insurance policies to the 
re ents both of business and pro 
tec n lave Ss greatly br idened the 
pportunity of the full time e insur 
ce agent Mr. Damron continued 
that he is able to produce satisfac 
vy and her uniorn ume or 
Surance I erely shifting s oint o 
tach ri 1 S tin ncia 
onditi P 
\\ } ] l 
4 tr it aS 
igcni#t s ft s ‘ pon 
. e inmsural s v | 
prote n of es 1s 
R »—|} plant e in ince 
~ s Kl T ror the corporat and 
sit ss req reme ts ot dav We 
no ho success ull he eralde the 
ctions < monthly ne ins nee 
‘ W en ind othe le nts 
we ulected of n S lol 
lars 1 recent era of swollen specula 
t stocks and _  so-callec securities 
Whe mu ask e ho gents ‘ 
gett ( n the field | the answe 
’ } +4 
s i ) it¢ i 1T 
( nee I ] \ sl cess 
S ( ( S 
ecogniz nd s 
d rl igent b S pers 
rg i 
opportunity opened 
Results Under New Clause 
\\ . ( 
It ‘ 
' . De 
[ 
. : 
oO 
' 
g s 1 pol 1¢és re Ss i 
© } 14 ; 
T Ss Ss ] ) 
aT si ( 
9 S $90 ‘ 
d d \ 
Fi Wee st } Do ted po 
The pro 
give t ‘ é 
, , 
Ww m~ ‘ t T 
the com 
1 ua ’ est < ] 
- ‘ 
earn v tli < npa th st 
Senge ct That sounds simple igl 1 
oo = is T V co! pat , Id > 











Enable | 





My Neighbor’s Hyacinths 


“My neighbor has hyacinths; I have none. I intended to 
have some. I kept saying all the fall: ‘I am going to bring home 
about two dozen hyacinth bulbs some day and plant them along 
the border when the other flowers are gone.’ But it was a warm, 
late fall, and I feared the bulbs would begin to grow, so I delayed 
Then there came a long, cold rain and a sudden 
freeze-up—and it was too late. My neighbor planted his at the 
proper time; so he has hyacinths. There isn’t another flower 
in sight ; the earth is bare and brown; but up from it have sprung, 
almost in a single night, these lovely racemes of clustered stars, 

white, pink, purple,—purity, life, luxury. The odor of hya- 
cinths is strongest at about eleven o’clock in the evening. 

“My neighbor’s hyacinths have taught me a lesson—several 
lessons. The first is, ifyou want hyacinths you, must—must— 
must plant the bulbs at the proper time. Excuses do not make 
good anybody’s neglect of anything. Never! The second lesson 
is that hyacinths bloom when there is a dearth of other flowers. 
rhey are not hot-house plants; all they need is to be planted at 
the proper time. The snow may cover them, but with the first 
warm days of spring, when the earth is still cold and bare, the 
hyacinths awaken and fill the garden with beauty and the air 
[hey herald the spring while other flowers are 








getting them. 


with perfume 
asleep ; their fragrance is strongest in the night. 

“I am a life insurance agent, and my neighbor’s hyacinths 
have taught me an insurance lesson. It is not a new lesson— 
I knew it before—it is an old lesson newly impressed and made 
more vivid. Especially now, while the voices of spring are calling 
upon every one to plant something, I feel more keenly than ever 
that life insurance has its proper season and that this proper 
season may pass ina night. The life insurance season is not in- 
dicated by the almanac, but any man may know when it is—t is 

ttl It may last for 
no 


" , 
viii j , ? 


when he has good health and a | e mone 


years ; it may end any day And when it ends excuses are of 


avail. There will be no life insurance policy payable when you die 
unless you get the policy when you can. My neighbor has hya- 
cinths. I have none—because | failed to plant the bulbs. It is all 


“The life insurance policy matures at death,—when other in- 


vestments are more likely to shrink in value than to increase and 


vhen income from labor is cut off; it brings the fragrance of a 
prudent and undying love in that darkest of nights that ever comes 
Oo a widowed her. I shall never smell the perfume of a hya- 


a life insurance policy, and when 


cinth again without thinking of 
‘My neighbor has hyacinths 


I need a spur in my work I say 


oo ge 
have none; and it’s all my fault 


COMPANY 


NGSLEY, President. 


they ; ‘ nt 


From the letter of an agent « 
NEW YORK LIFE INSURANCE 


DARWIN P. Ki 




















ONE OF THE REASONS for The Shenandoah’s 
Unprecedented Success—The S-O-M-E Policy 


1. $10,000 


ORI] 
$14,683 \ 
2. $20,000 ACCIDENTAL DEATH 
\! R ()> tT ) 
+100 ID : 4 
/ 
~ i ) 
10.00% ‘ ‘ , R , 
$14.683 \ 
Ar matures as an old age « owment Pre ums payable for 
ears th four liberal optio NOT DEPENDENT UPON EX 
AMINATION 
ONLY ONE OF OUR MANY LIBERAL POLICY CONTRACTS 


We also offer Double Indemnity and Disability as well as all 
rms tf licies ex pt ler: to women at the same rate as male 


risks 


ur 


STRENGTH—8$:- t iability 
rance Co. 


The Shenandoah Life Rinoes 


Roanoke, Virginia 


5 é i ) Agency gs Arkansas, North Caro 
a, Virg We Virginia, Ne é I essee, and South Caro 
i 

On Ager W MACALLISTER, A Manag 
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afford the benefit but so far as I know | uves 
this service, in the full benefits now con- G G h f Lif are & 
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lives beyond the 20 years. These policies 
“organization” 
the purchaser is given one share of stock 
with each $1,000 of insurance, the 
to be paid for from the dividends 
the policies are expected to earn 


are known as policies and 


stock 


which 


National Life of Vermont 


The National Life of Vermont an- 
nounces three important liberalizations 
in its company practice, They are as 
follows 


New Rule for Deferment in Premium 
"ayments 
The 
when the 


premium 
care of by 


Old Policies announces 
hat hereafter 
a deferment in 


taken 


company 
insured requests 
payment which 
change to 
premium the 


cannot be 
quarterly or 
charge for’the interval shall be computed 
rata ] 


semi-annual 


by means of a pro instead 


by means of the 


premium 
special deferment 


ree used neretotore, 


The pro rata period must be in even 
months and the corresponding pro rata 
premium is to be reckoned eccording 
the rules governing such premiums for 
even months The method is illustrated 

I. B. S. No. 75 

* > > 
More Liberal Rule Governing Medical 
Fees 

Term Prefix Cases—The company an 
nounces a modification of its rule in con- 
nection with the dating forward 
policies by means of a term prefix rate. 
Hereafter if the term rate amounts to 


$10 or medical examiner's fee 


more no 


will be charged in connection with it. 
* > . 
Extension of Disability Benefits 
Business Insurance—The company will 
now write the disability clauses in busi- 
ness, partnership and corporation insur- 
ance cases wherever the insured would 


be accepted for these benefits if applying 
for personal insurance. 


Bankers Life of Iowa 





The Bankers Life of lowa is paying 
the following dividends on its semi-en- 
dowment at age 70 policy 
Attained Age Dividend 

i= ‘ . $12.05 | 
72. 12.49 
73. 12.93 
Se . 13.38 
75. i> S68 

These figures are for attained age 71 

to 75 inclusive and apply to all policies 


no matter at what age the insurance was 
originally taken The semi-endowment 
at age 70 policy carries a level premium 
varying according to the age of entry up 
to age 70. The policy is issued in units 
of $1,000. Each policy has a cash value 
of $500 at age 70 for each $1,000 of insur- 
ance. In fact, the policy really matures 
for $500 for each $1,000 of insurance 
at age 70 The insvred has the option, 
however, of continuing the policy 
in force for its full amount by paying a 
yearly premium, thereafter, of $41.26 for 





each $1,000 insurance originally taken 
Michigan Mutual For the first six 
months of the year the company will 
show written business of about $12,000,- 
000. This is a decided increase over the 
record made during the first six months 
of 1921. The company is making a strong 
showing this year. It has developed its 
home state, and at present is writing 
over $1,000,000 a month in Michigan 


Life Notes 
State Life l 
Newark, N. J 


the Jefferson 


The Missouri opened 
branch office at 
Julian Price, president of 

Standard Life, is spending a 

‘ ion in California 


Walsh of the Aetna Life home 


Kansas City working in the 


w.d2 


Office is in 


Ee! ip department 

Howard Wright, auditor of the Aetna 
Lif is spending three weeks with | 
W.H ‘ fe agent at Ba mor Mad 
The Life & Casualty of Tennessee, now 
operating in eleven southern states, is 








ng arrangements to cover Kentucky 
S ind expects soon to enter Texas 
vy M. Caroe, well knowtr fe insur 
man of San Francisco, who recen 
x 1 the general gen of the Col 
National, is iring he world 
Nationa Life Compan has re 
moved s iffices at Louisville 
he Linco ) ding irger 
er n tl Ss lildine 
I William A general agency 
Tohn Ha rch n Cleveland ha 
i fror tl Swetland building o 
r off ~ he Keith building 


month’s va- | 


LIFE 
'TO PUSH TEXAS CASE) 


SPEEDY TRIAL FOR 


“ADVISER” | 


Hearing on Alleged Twisting Case at | 
Wichita Falls, Tex., Will Come 
Up in July 
AUSTIN, TEX., June 27 


of Emmett A. Jones is due to 
l 


at Wichita Falls, Tex., early in July 
the exact date yet to be fixed. Deputy 
Commissioner Scott will go from Aus- 
tin to testify in the case and aid in its 


prosecution Che local life agents at 
Wichita Falls have organized and will 
also aid in the prosecution. They have 


so informed Mr. Scott and asked for 


additional base som 


data on which to 


of the testimony. 


Accordmg to the information at th 
lexas department, as furnished by the 
agents at Wichita Falls and as a 
result of personal investigations by Mr 


local 


“insurance ad- 


existing 


Scott, Jones acted as al 
examined 


poli ics 


viser.” He 


without charge provided any new in 
surance was taken in companies rec- 
ommended by him. He denied doing 
any soliciting or actual writing as an 
insurance agent and therefore took the 


position that he did not need an agents 
license from Texas. The Texas depart- 
ment takes a contrary view and will en- 
deavor to show the court and jury that 
the acts of Jones constituted those of an 
agent and that he violated the 
statute in his operations when he failed 
to have a license. 


agency 


- 


Method of Rating Up 


Tubercular Cases 


LL agents are interested in the 

practice of various companies in 
dealing with applicants who have tuber- 
cular trouble in their family history 
An agent of the Home Life wrote to 
his company as to the custom of the | 
Home in regard to rating up applicants | 
of this nature Che company replied | 
as follows 


“We do not rate merely because there 
may be one (or two) 
tuberculosis in the family history as a | 
general rule; but all the circumstances 
in the case have to be taken into con- | 
sideration, and in the case of a young, 
immature the history of tubercu- | 
rather important, especially if 
he is in the least degree a lightweight 
In the case of Mr his oc 
cupation, in connection rubber | 


even cases ot | 


man, 


losis 1s 


with the 


tire works, conjoined with his age and 
| family history, were all circumstances 
which had to be taken into consid- | 
eration. 
* 7 
Another important factor i1s_ the 


which h 
last showed itself 
trequently a 
history 


length of time as elapsed sinc 
| the tubercular trouble 


in the family We have 


INSURANCE 


EDITION 











We Want Managers 


For the States of 


Utah Idaho 


Men of experience and ability will find it 
to their advantage to contract with us. We 
offer most inviting terms to both managers 
and field Correspondence confi- 
dential. 


Let Us Hear From You At Once 


We are making an important expansion 
drive. Write or wire. 


Montana 


agents. 


THE BANKERS RESERVE 
LIFE COMPANY 


R. L. ROBISON, President 


Home Office, Omaha, Neb. 


BUSINESS IN FORCE $80,000,000.00 
ASSETS, $12,000,000.00 














THE 
UNITED STATES 


LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


Organized 1850 


Non-Participating Policies only. Over Forty-five 
Million Dollars Paid to Policyholders. 


JOHN P. MUNN, M. D., President 


Good territory open for high class, personal producers, 
under direct contracts with the Company. Address 
Home Office, 105-7 Fifth Avenue, New York City. 





cepted men of 40 whose family 





cases yf tuberculosis. if 


shows two 








District Managers for 


W A N T E. D Good Locations in Ohio 


Write the Home Office for further particulars. Here’s an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 











these occurred many ye: » and if 

the applicant himself is « sturdy 

physique and of healthful occupation 
“The quest tubercular trouble 
}in the family is very important 

in the case of men who may wish | 
to obtain the disability benefit Agents 
would do well to avoid speaking of this 

rcnent t all t 1 young mal wher 
this weakness has shown itself in his | 
family, because in nine cases out of ten | 
we find that we have refrain ft | 
granting the benefit It is much bet- | 
ter to solicit such cases the basis of 
| lite ns an o1 ‘ ad av« 1 tl dis | 
| appointment which follows, when the | 
disability benefit cannot b secured.” | 


WANT ADS One Colona aide Sa'8 


NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 
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REVIEW WORK OF YEAR 

FIELD CLUB ANNUAL BANQUET 

Chicago Rate Book Men’s Organization 
to Hear Inspirational Talk by 


T. F. L. Henderson 


The 
of Chicago will hold its annual banquet 


this (Thursday) evening in the Y. M. 
C.A. Auditorium, Chicago. John A. 
Stevens of the National Life of Ver- 
mont, president of the club, is making 
a campaign to have this the best at- 
tended meeting ever held by it. An 
invitation is extended to all life insur- 


ance field men in Chicago and especially 


all those who have ever been members 
of the club. The principal speaker will 
be T. F. L. Henderson of LaSalle Ex- 
tension University, one of the star 


speakers for the Chicago Association of 
Commerce, who will select his own 
topic. There will also be several dis- 
tinguished guests at the speaker’s table, 
men of prominence more than local, and 
short talks will be heard from 
President Stevens will give a resume of 
the year’s work and outline the pros- 
pects for the coming year. 


Life Insurance Field men’s Club 





| and the company’s 


| for 


them. | 


Mr. Stevens has been encouraged dur- 
ing the past year by the amount of in- 
terest taken in the organization by com- 
pany officials, several having expressed 
interest in the organization, which was 
the pioneer in field club organization. 
This will be the last meeting until fall 
and the president will appoint a nomi- 
nating committee which will report at 
the first fall meeting. As it is the final 
and most im portant meeting of the year, 
every field man in Chicago is being 
urged to be present. The charge has 


been held down to $1 a plate in order | 


that price will be no handicap. 


July Is “Policyholders’ Month” 
July will be observed as “policyhold- 
ers’ month” by the Guardian Life of 
New York. “Service to Policyholders” 


is the keynote of this annual campaign 
field force has been 
previded with a well thought out plan 
rendering a high type of personal 
service to clients. 

The company’s well known policy- 
holders’ service program, which includes 
the privileges of the Life Extension In- 
stitute without cost, is being featured by 
the agents in their calls on old policy- 
holders. 

As July is also the closing month of 
the Guardian Leaders Club year, a fine 
volume of business should be received. 





| business. 


‘UNIVERSAL LIFE CONVENTION 





Agency Manager Ward Presented With 
$142,500 of New Business by 
Agents at Meeting 


Agents of the Universal Life of Du- 
buque, Ia., presented Agency Manager 
Ward with $142,500 of new business at 
the recent agency convention, in appre- 
ciation of Mr. Ward’s work during the 
past year. Agents of the company were 
gathered at Lake Frentress for a two- 
day convention and outing. President 
Dennis J. Murphy addressed them on 
the outlook of the company and its 
value to Dubuque as an investment 
Frank O’Connor, vice-presi- 
dent, welcomed the agents and told of 
the rapid growth of the company. Mr. 
O’Connor said that with only two years 
of field work the company has written 
$4,000,000 in life insurance. C. E. Ward, 
made a short response 


agency manager, 

to the production gift, thanking the 
agents and telling them of prospects 
for the coming year’s business. Most 


of the two-day business sessions were 
devoted to talks on salesmanship, the 
leading producers of the company giv- 
ing pointers gathered from their work 
in the field. 
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| NEW LICENSE. PLAN UP 





UTAH QUALIFICATION’ BILL 





Commissioner for Measure but Agents 
Attitude Toward Proposition Not 
Clearly Defined 


SALT LAKE CITY, UTAH, June 
27.—A measure is to be presented to 
the next legislature which will have for 
its object the compelling of every new 
applicant for an agent’s license to pass 
some sort of examination in the funda- 
mentals of insurance. Some of the gen- 
eral agents have expressed themselves 
as not being opposed to such a measure 
but have shown no enthusiasm what- 
|'ever. The life men are expected to be 
more favorable than the fire agents be- 
cause they have no organization such as 
the Board of Fire Underwriters that 
regulates the number of underwriters in 
a city and suffer more from “part-time” 
agents who have no financial standing. 

Commissioner Walker favors. the 
movement but would not say just what 
chances he thought the proposed bill 
would have or what form the examina- 
tion should take. He said he preferred 
to wait a little longer before making a 
statement. It would seem from past 








experience that unless the insurance men 
are an absolute unit in demanding the 
passage of such a measure the promot- 
ers of the bill will stand -no chance 
whatever of getting it on the statute 
books. The last legislature passed very 
little insurance legislation although sev- 
eral bills were presented. 

eae 

Want Local Tax Repealed 

W. H. Lewellen and F. M. Hastings, 
representing the Topeka Life Under- 
writers Association, have apneaied to 
| the city commission of Topeka, xan. 
| to repeal the ordinance eon. an 
occupation tax of $50 a ‘ar against 
insurance agents. The pt applies only 
to the agents of companies with home 
offices outside of this staie Agents 
for Kansas companies do not pay the 
municipal tax vis 

It was pointed out a: tiie conference 
| of the committee and the cconimission- 
ers that the fire agents ar» able to pass 
the tax on to poiicyholders by means 
of a special allowance collected with 
the premium while the life agents are 


| not permitted to collect this pe 
| It was shown that the original 


“centage. 
purpose 








of the tax was to drive out those in- 
surance agents who would travel from 
| town to town like peddlers ind sell in- 
| surance and then move on to another 
|} town. 

| The insurance mer urged that the 
tax was-.no longer necessary as state 
laws which require that business be 
| written by local agents bar the “fly-by- 
nights.” It was asserted that the tax 
|} of $50 a year was a burden on the life. 
| insurance men and that they ought to 
be released from it There wil! be 
| further conferences with the commis- 
| sioners and many of the life men are 
hopeful of favorable action 


| 
| 
—_ a 
| 


Bankers Life Indiana Meeting 


The annual visit of home office offi- 
cials to t! 1e Indi lana agency of the Bank- 
ers Life of Des =e Ss was celebrated 
with an agency meeting at Indianapolis 
with Elbert ~<a agency manager, in 
charge G. S. Nollen, first vice presi- 
dent: R. B. Alberson, associate counsel, 
and W. W. Jaeger. general sales man 
ager, were the home office representa- 
tives and they were greeted by 61 
agents. The company officials expressed 
their appreciation of what the Indiana 
agency is doing under Manager Storer 


as it has held first place in business pro- 
duction month since the 
the for May Since Jan. 1 
the written over $2,600,000 
and is 86 ahead of last year on a 


each first of 


year except 
igency has 
percent 
basis 
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SERVICE THE KEYNOTE 
OF FUTURE SUCCESS 





J. S. Knox Tells Northwest Con- 
gress of Importance 


of This 
NEW SALESMANSHIP ERA 


Recent Depression Has Caused Changed 
Conditions and Offers Underwriter 
Great Opportunity 


he opportunity for the life under- 
writer to take a new position in public 
render a real service 
pointed out by J. S. Knox, president of 
the Knox School of Salesmanship at 
Cleveland, O., the 
Northwest Congress of Life Underwrit- 
this Mr. Knox 


great sales- 


regard and 


speaking before 


ers in session week. 
that the 
manship idea that has come out of the 
that American 
upon a era 


said service was 


recent depression and 


business was entering new 


with service as the keynote of success 
His address was as follows 


Good Evolved from Depression 


“In every period of difficulty in 
world’s history, some good has evolved 
that has advanced the progress of civil- 
ization. We have just gone through 
what is possibly the most serious de- 
pression America has ever known, Out 
of this depression have come and are 
coming ideas of great value. Mental 
adjustments have been absolutely nec- 
essary because of the tremendous eco- 
nomic adjustments. 

“The really big salesmanship idea that 
is coming out of this period is the idea 
of service. We have talked service a 
great deal in the past. There has been 


a great deal of talk but very 
practice. I believe we will have to 
largely reorganize our selling methods 


based upon this new idea of service. 

Che ald idea of salesmanship was to 
make a sale—get the name on the dotted 
line. The new idea, no matter what an 
individual is selling, will be to help the 
prospective buyer to get the greatest 
possible amount of value out of the pur- 
chase. In order that he may do this, 
we must make a careful scientific study 
of his problem as well as our own. 


Value of Service 
Che function of any sales organiza- 
tion is to determine what the public 


wants and needs and then to render that 
service most economically, intelligently 


and courteously. Che organization or 
individual that can do this the best is 
entitled to the business. Right here 
the question arises—does the average | 


insurance man in this country know the 
the man from the 
‘§ insurance under present 

onomic conditions? I will guarantee 
that nine business men out of every ten 


needs of business 


tandpoint « 


cannot tell either what state tax or what 
oS as, rea i neal uld 1 bliged 
Olidi iX His es L¢ woul ¢ ODMTLRCC 
pay, providing he were to di at 
once, 

“IT wanted just this intormation re- 
cently lo get it I called in an insur- 
ince man who has had considerable ex- 

rience | thought he had the tacts 





was | | 
| inheritance 


| conditions 


but he did not have them. What is 
more he told me that very few insur- 
ance men in Cleveland had such facts. 
So as to get this information I wrote 
to the educational director of an insur- 
ance company in another state. He gave 
me the names of books that I could buy 
in order to get this information. I 
bought the books. 


Need for Insurance 


“When J. Pierpont Morgan died, his 


debts amounted to $7,006,000. He had 
useless securities amounting to $7,- 
000,000. In the settlement of his estate, 
there was $5,000,000 more that they 
used up. His partner, Henry P. Davi- 
son, did not propose to be caught in 


this way. His life was recently insured 
for a very large sum, $2,500,000, so that 
his estate might have ready cash in case 
of sudden death, which occurred a few 
weeks ago. 
“Woolworth 
lions, but without insurance to pay his 
taxes. To get this money, 
his beautiful mansion was sold at a frac- 
while a mortgage of 


died leaving many mil- 


tion of its value, 
three million was placed upon the 
Woolworth Building 

“The average business man is not 


aware of these facts, and I believe the 
insurance men of today are missing a 
tremendous opportunity in not getting 
the facts to them in a way that will be 
acceptable 
“The federal 
taxes, 


and state inheritance 


and high taxes in general, 


| make it necessary for a business man to 


the | 


| have an entirely new slant on the sub 
ject of insurance, and unless the insur- 
ance man is acquainted with modern 


little of | 


economic and tax 
roing to give him this slant. 


Business Man's Standpoint 


“T am discussing this subject entirely 
from the standpoint of the business man, 
the man who buys _ insurance ither 
than tr the standpoint of the man 
who sells insurance In other words 
i al ove oO the buver’ side of the 
rence 

“In spite of the fact t mce sold 
insurance, I do not like t ve an in 
surance man call upon e, because he 
nearly always brings up a graveyard 
scene, and that is bad 1 sychology Ot 
all subjects, the one | do not want to 
hear about, 1s the tac ha la rome 
to die, and yet, that is the stock and 
trade argument of the average su 
ance salesman. He might as well come 
nto my office with crepe on one arm 
a miniature coffin under the other, and 
a flae bearing the inscription: ‘I am the 
advance agent of death.’ This kind of 
a selling method has created sub 
conscious antagonism on the p of the 
publi gainst the insurancs ‘ of 
this country. 

tse Helpful Psychology 

“In the insurance business, | con 
vinced that it 1s not necessgry to use a 
painful psychology, but a helpful ps) 
cholog) Let us turn from the gloomy 
picture to brighter one The thing 
that man thinks mor about thar 
anvthinge else in this world is_ his 
family and their happiness. Nex his 
family. the thing he thinks most rut 
s his | ess H cs nig nd 
day his business in ord he 
may furnish he mnecessar lt ite 
happiness for his wife a1 n Chen 
vh } tdn't surance 1 

S ' lkine pri the 
- . » ss and ] " ©? 
\ nd dren é oO 

1 tio n Ww \ \ ind 





qualifications in full. 
Underwriter. 





AGENCY SUPERVISOR | 
HIGH-CLASS MAN wanted: for good company connection to 


travel Indiana, Ohio and Kentucky on salary and expenses. 


Address B-10, care The National 


State 
| 
| 











together with the present business | 


conditions, he is not | 
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HEN the Mutual Benefit was 

organized in 1845 there were 

only a few Life Insurance Com- 
panies in the United States. 





Through the Wars, Panics and Epidem- 
ics of over three-quarters of a Century, | 
it has always stood safe and secure as a | 
foremost disciple of Pure Life Insurance. 


THE}MUTUAL BENEFIT LIFE | 
INSURANCE CO. 


NEWARK, NEW JERSEY 











Great Republic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


J. R. RAILEY 
Dallas County State Bank Building 
Dallas, Texas 
Mer. Texas and Oklahoma 


H. S. BRIDGEWATER 
325-331 Title Guaranty Bldg. 401 
St. Louis, Missouri 
Mer. Missouri and Kansas 


W. H. SAVAGE, Vice-President and Agency Director 














The Farmers & Bankers 
Life Insurance Company 


Invites Inspection—Inquiry of Integrity 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Home Offices; Wichita, Kansas 

















HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed 
by State edescemnnt 

GOOD CONTRACTS FOR LIVE AGENTS 


Executive Offices, No. 506 Walnut Street, Philadelphia, Pa, 
BASIL S. WALSH, Pres. JOSEPH L.DURKIN,Secy. JOHN J. GALLAGHER, Treas. 
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THE TWIN CITY LIFE 


Insurance Company 
SAINT PAUL MINNESOTA 


$4,421,000 


Insurance in Force, 


Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 
We are not trying to make a record for size, but we do write a 
nice clean business, combined with real service to policyholders. 
If your viewpoint and ours agree, we can do business with 


each other. 
WRITE US 


A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 




















Seventy-Nine Years of Service 


Our first policy was issued in 1843. 

Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
to policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,651,779. 

Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. Philanthropic in- 
stitutions endowed. Income policies for the protection of homes and 
dependents. Annuities for the aged. Up-to-date Disability and Double 
Indemnity provisions. 


For terms to producing Agents address 


The Mutual Life Insurance 
Company of New York 


34 Nassau Street, New York 














J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
| Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








HE MIDLAND MUTUAL LIFE INSURANCE 

Company of Columbus, Ohio, an established, con- 

servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 

General Agencies will be established at places were 
territories can be arranged. 

Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 

Address Home Office. 








the fact that if anything happened to a 


man and he died suddenly, both the 
government and the state would, if 
necessary, sell his estate in order to 


collect the cash that they must have at 
a certain time? In some cases, this 
actually cuts the value of an estate in 
two, and where a man believed he had 
plenty of money to take care of his 
family if anything happened, he was not 
realizing what might happen in case his 
property had to be sold at forced sale. 

“The time has come therefore, to 
study the prospect’s needs in the light 
of modern legislation and modern busi- 
ness conditions. When this is done, the 
salesman can render a great service to 
his prospect by giving him the informa- 
tion the prospect needs but does not 
have, and when he gets this information, 
he is likely to ask for the insurance 
rather than be forced to buy it. In 
other words, the time has come to sell 
an idea as well as a product.” 


Explanation by 
Actuary Hunter 


HIEF A¢ 
( the New 


TUARY HUNTER of 
York Life explairis the 


difference between dividends left 

on deposit and dividends left to pur- 
chase paid-up additions. He says: 

“We are frequently asked to give an 


opinion about the advantage of leaving 
one’s dividends on deposit with interest 
purchase 


instead of using them to 
paid-up additions to the face of the 
policy. The main difference is that in 


event of death the beneficiaries get a 
smaller sum under the former arrange- 
ment than under the latter; while if the 


| insured survives, the cash value of the 
| dividends 


left on 
will 


would be 
interest. An 


larger if 


deposit at example 


| make this clear: 





| 


“Let us take a policy issued in 1997, 
at age 35, for $10,000 on the 20-payment 
life plan. If the insured had left his 
dividends to accumulate at interest, the 
amount payable to his heirs at death 
in 1910 or any subsequent year up to 
1922 would have ranged from about 
$10,060 to $11,440. At the anniversary 
of the policy in 1922 the insured could 
elect to have the policy made fully 
paid-up—i. e., at the end of fifteen 
years—and there would be due him in 
cash $249. If he had used his dividends 
to buy paid-up additions the amount 
payable in case of death would have 
ranged from $10,120 to $12,280, and the 


policy could be made paid-up at the 
anniversary in 1922, but the cash due 
him would have been $84.70 against 


$249 by leaving dividends on deposit. 

“This example, therefore, shows that 
the auestion for the applicant to decide 
is whether he would like a little more 
insurance for his family, or would like 
to have a little larger amount of cash 


for himself when he desires to with- 
draw the dividends.” 
Change of New York Office 

The New York office of The Na- 
tional Underwriter will be moved this 
week to 80 Maiden Lane The room 
| number is 1407. 

John W. Richardson, who has been 
connected with the Provident Life & 
Trust Co., in Cincinnati, has been trans- 
ferred to Columbus, O., as district agent 


| with 
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BUSINESS COVER GOOD 


HEALTHY INCREASE IS SHOWN 


Effect of Improved Business Conditions, 
However, Is Not Wholly Favor- 
able—New U. S. Ruling. 


insurance is written 
in substantial volume by agents special- 
izing in that line, a healthy increase in 
the business being shown in many cases. 
| here does not appear to have been any 
change in the writing of these policies 
through changed business conditions, 
the need for such protection having 
been shown clearly in the past months. 
Improved conditions may result in mor 
available money for partnership and 
business insurance, but on the contrary, 
increased income and improved 
conditions, there are many who forget 
the past few months and see only pros- 
perity, forgetting the value of insur- 
[hus there is a stabilizing force 
steady of this 
though holding it 
cases. As the 

public is still 
constant picturing 
from business in- 
now bi 


Business being 


ance. 
that permits of a 
kind of 
down in 
still young the 

educated and the 
f benefits derived 
policies 18 only 
results. 


volume 
business, 
some class 1s 
being 


surance ginning 


to bring in the 


Maturing Policies Help 


Che business has been written in the 
past mainly on the selling ability of the 
agent, but now the actual demonstra- 
tion of the maturing of many business 
policies and the consequent benefits is 
aiding as a selling aid. This will doubt 
result in a steady growth in the 
business, regardless of surrounding con- 
ditions. One of the means of making a 
stronger appeal for the cover is the writ- 
ing of the policy with the heirs of the 
insured as beneficiary, the partnership 
or corporation paying the dividend and 
the heirs’ interest in the business being 
automatically retired upon the death of 
the insured. Changing the beneficiary 
from the business itself to the heirs of 
the insured makes a stronger appeal in 
the enhancement of the insured’s estate 
and the facilitated retirement of his 
share of the business. 

The recent ruling of the treasury de- 
partment relative to the deduction of 
premiums on collateral business poli- 
cies is not regarded as of sufficient 
weight to have any appreciable effect 
on the writing of these policies, in the 
minds of writers of business insurance. 
The department ruled that a corporate 
or individual, recognizing the individual 
as a corporate body in this instance, 
taxpayer who takes out a policy in fa- 
vor of a lender in order to procure 
loan is not entitled to deduct the 
mium paid, if, in the event of payment 
of the proceeds, such proceeds will be 
applied in satisfaction of the obligation 
\ partnership in computing income for 
tax is not entitled to deduct 
premiums on such policies taken out on 
the life of any partner or employe 
There has been little attention given to 


less 


pre- 


purposes is 


this feature of the business written in 
the past, however. Agents have not 
stressed the feature of tax-fre« pre 
mium payments, as it has never been 
good practice and the amount thus 
gained has been so small as to make it 








LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 


W. W. LANE, Secretary 


A. E. WERKHOFF, President 
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PHILADELPHIA BANKS 
AND LIFE INSURANCE 


Financial Institutions Prefer to 
Extend Credit to Man Ade- 
quately Protected 


DO NOT ALWAYS INQUIRE 


Some Missionary Work Remains to Be 
Done by Life Underwriters— 
What Officials Say 


PHILADELPHIA, PA, June 


it Vv} delp! reek to ex 
I applical who s 
! ed ct Ch s iC Wa 
ought <« lea a canvass ¢ 
< ling the « H \ 
< il ISS1O1 
by ( underwr cTs 
\ltl re the ban! 
¢ dmit i ( u 
nN desirable safeguard 
\ ysa the applicant tor 
ethne r no ne - su ed 
) Pp 1 it the heart 
follows 
I ers are not husiast 
| te SI ince or is iterested 
1 t as id late protection ot their 
nterests ild see to require, It is 


a subject which requires some study 
und judicial application of the results 
as to the individual loan, and too mans 
I loath to investigate 


bank officers are ' 
which requires this much ef- 


anything 
fort : 
Two Reasons fer Inquiry 


In making a loan, it is my personal! 
yractice to inquire whether the bor- 
er carries life insurances It is par- 


ticularly true if he trades alone or 1f it 
a personal loan and he has property 


incumbrances or other liabilities in ad- 

dition to the one it ts proposed to create. 

| am prompted to do this, first, to as 

SUT le =paynn the application, 

und second, to test the foresight and 

ghtfulness of the applicant If a 

the responsibilities ot a 

1 a home and has a mortgage 

o lis house without carrying sufficient 

| insurance to liquidate it at his death, 

t ng that thought to the 

ture which is desirable in a good 
di S 

| would not consider the carrying ot 

‘ deciding factor in mak 

Vy ig i yut, as indicated 

0 lo consider it an important 

4 


Case of Corporation 


“With respect to the corporation ap 
2 é an, if the success of a 
corporation to be largely depend- 
ent upon the ability of one or two men 
who, because of their knowledge, train 


nd expericn could not be read 


replaced, the carrving of lite 


insur- 

ince by the corporation would have 
nfluence On me 1 extending credit It 
s entirely conceivable that it would b 
made 1 conditis n prece lent t the ex 
of a desired loan or the fixing 
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of a line of credit which might estab- 
lish relations expected to endure over a 
ons period ot years 

“There are no fixed rules in extending 
credit but each application is an indi- 
vidual problem It would not be fair 
to say that the above statement regard- 
lesirability of life insurance ap 
icd to all cases any more than to in- 
st upon certain 


ing the ¢ 
lod ¢ 


arbitrary rules regard 
ing the size of the investment or the re- 
ation of the various statement items to 
each other.” 

R Bruce Wallace president of the 
M yunk National Bank, says: “There 
re ces where we ask for a poli y 

nsuranc¢ s additional security for a 
s a general thing we ‘do not 
uch attention as to whether or 1 
rower is covered.” 
Asa S. Wing’s Views 
i S. Wing’s reply is interesting, 
the fact that he looks it the 
s pl lent both the Provi- 
I Company d the I ide1 
M 1 Lite (recently € col vy, the 
I lent Lite & Trus 7 
I understand n 

t n, which lends uy ( ‘ 

] T ( side S a ite msuran ( 
11¢ Ss lactor 

! i uld | I 

cast Phe inswer te 1 
iqualifiedly i 
| nsurance 1s gains leb 
hich ea rock del } 
rowel! lived becom i d 
through his deatl W here pui¢ 
Ss put us ¢ arly there D« n 
1 in er t it 
S ng t I \ il 
\\ H if t 
eT! \ Wed t 
ll ca s ake ( as the 
t and haracte < I insurance 
rr d \ he plic nt loa al 
ho h 1 s ases we I | if 
vith the applica ituatior s to in 
su iT 2. and re d h nsuranc e 
1 lditional safeguard when the con 
nued prosperit col duct i bu 
ess cde d ir judgement, aln t 
re the < rection Vv 1 it 
he mm ( 1 


The ¢ n Exchange National Bank’s 
t d s ed bri« ] \ \ ( | 
\ ( N H tee s toll \ In 
H life in 1 ce m granting 
| 1 a d way the 
l V< think enera look pon 
l insuran n connect ‘ the 
ar rceu inces ot case, that 
1 mnec ? th } is of 
edit 
\\ | Ward cashi the Penr 
Nat 1 Bank savs It has \ s 
he customar with us to ask on our 
ed blank tl question as to the 


amount and kind of insurance carried 


lf n our opinion, the success or tailur 

n enterprise depends ot 
idual. we generally advise insurance 
It lact, we have always c nsidered in 
s Ince f all kinds a valuable adjun« 
y sines led the cost do 

not interfere with the profit.” 

Gives Additional Strength 

Charles M Prince assistant cashier 
states the attitude of the Bank of Nort! 
I ban} in America 





MINNESOTA MUTUAL LIFE INSURANCE 
COMPANY 


St. Paul 


has entered, or will enter the following 
states; and is prepared to make con- 
tracts offering liberal first year com- 
missions, splendid renewals, and an 
ideal arrangement for financing the 
Agency, just as soon as the right man is 
found in- 

IOWA, KANSAS, ILLINOIS, MICHIGAN, SOUTH 
DAKOTA, MONTANA, VIRGINIA, INDIANA, 
LOUISIANA, CALIFORNIA, OREGON. 


This announcement is addressed to 
successful life insurance men of good 
character, who want to secure General 
Agency contracts in these localities. 


0. J. Lacy, 
2nd Vice-President in charge of Agencies. 











Organized 1871 


Life Insurance Company of Virginia 


Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00 and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1921: 


asain . .$28,308,449.13 
25,109, 146.04 

. 3,199,303.09 
214,188,461 .00 
1,897,435.45 


.. + -$27,720,705.42 





Assets... 

Liabilities .. .. ; 

Capital and Surplus. ... 

Insurance in Force... inal ; 
Payments to Policyholders... ' : : 
Total Payments to Policyholders since Organization. ...... 


JOHN G. WALKER, President 














You can obtain quick and satisfactory Service when 
placing your excess Life Insurance with 


The Reinsurance Company 


of Canada 
WATERLOO - ONTARIO 


COVERAGE ON TERM OR COINSURANCE PLAN 














MUTUAL TRUST LIFE INSURANCE COMPANY 


EDWIN A. OLSON, PRESIDENT 


Insurance in Force $75,000,000 


Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. 
and PROFESSIONAL Man’s Policy. 


and Double Indemnity Provisions. 


THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 
AND PERMANENCE OF MUTUAL TRUST MEN 


For Agency Openings Address: 





Assets $7,512,613.17 


A Special Farm Mortgage Policy—Monthly Incomes—Child’s Endowments. 


GILBERT KNUDTSON, Vice President 


Surplus $635,128.94 


A special low premium BUSINESS 
Disability Income 


Home Office, 30 N. La Salle St., Chicago, III. 
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THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "*pej5.0"* Pittsburgh, Pa, 











We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 











. 


In Business Since 1862 






——— 


UTA J 
LIFE INSURANCE COMPAN 
OF BOSTON. MASSACHUSETTS 


Insures all classes of selected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves providing protection against all emergencies. Information and 
Advice on any matter relating to Life Insurance is Available at any time through the 
Agencies or Home Office of this Company. 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT**° MONTHLY INCOME INSURANCE. 


s]a eae LATEST POLICIES AND AGENCY CONTRACT Bail ag \ne 
Openings OHIO, IND., KY. MICH. and W. VA. Write Colambus 











Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 
ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Ill. 


Manager of Agencies or 
111 No. Broad Street 


Philadelphia, Pa. 








ECRET OF OUR We have a contract for you under which your 


comers IS income will be limited only by your activities. 


A REAL PROPOSITION FOR A REAL MAN 


One 








| progressiveness 








ter of the management, supplemented 
by the financial strength as shown by 
the statement. Naturally, any life in- 
surance the party might carry for the 
benefit of the company adds additional 
strength. We are fully aware of the 
fact that life insurance companies are 
writing more or less insurance in favor 
of the company or partnership to which 
the party belongs.” 


Walter K. Hardt, vice-president, 





Fourth Street National Bank, is quoted | 


as follows: “Most of the credits extend- 
ed by this bank are to corporations on 
their unsecured paper, depending for 
its strength upon the responsibility of 
the obligor. It is seldom that the mat- 
ter of life insurance enters into these 
credits.” 

The National Bank of Germantown, 
the oldest financial institution in this 
wealthy residential suburb, shows its 
issuing a 14-page 
booklet entitled, “What This Bank 
lhinks About Life Insurance,” offering 
arguments f 


by 


strong 


for the carrying of | 
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both personal and business life insur- 
ance and advocating the creation of spe- 
cial savings accounts in which deposits 
could be made at stated intervals for 
the purpose of accumulating the 
amounts needed for the payment of life 
insurance premiums. 

Two bank presidents who spoke en- 
thusiastically in favor of life insurance 
for safeguarding loans, before the Phila- 
delphia Association of Life Underwrit- 
ers, this year, are Ira W. Barnes of the 
Ninth National Bank and Freas B. Sny- 
der of the Suburban Title & Trust Com- 
pany. 

Mr. Snyder said at the 
sales congress: “Because the 
man knows that only that industry will 
endure which recognizes the trend of 
social development, and because he has 
found that consideration shown to em- 
ploves pays dividends, he to his 
list of fa factors in credit analy 
sis the coverage by group insurance 
the employes of the plant he is examin 


Philadelphia 


bank credit 


adds 
vorable 


or! 


ing.” 


USING INSURANCE PERIODICALS 


NDER the caption “How do you 
U use insurance periodicals?” the 
Phoenix Mutual Field offers some 
very valuable suggestions to life insur- 


| ance men on how to get the most good 


out of material which appears in those 


publications, It says: 
“You wish to improve your work. 
Here are some suggestions. 


“Subscribe to two of the best insur- 
ance periodicals, 

“Have a regular time in the day’s pro- 
gram when you run over these maga- 
zines. An average of ten minutes a 
day should answer. The evening will 
probably be the best time. 

“Read with an alert mind and carry 
in the back of your brain the subjects 
on which you especially want informa- 
tion. 

Chief Points 


Get the 


| number, clip marked articles and plac« 


| collected a 


at the top of the clipping the name and 


date of the magazine from which taken 
It is useful to have these items when 
you refer to the clipping again. Put th 


subject of each clipping on its upper 
left-hand corner. Label pamphlets with 
their subjects in the same way. 

“File these clippings, pamphlets and 
other fugitive material in manila folders 
9144x1134 inches, labeled with the let- 
ters of the alphabet. 

“Put all material whose subjects be- 
gin with the same letter in the folder 
labeled with that letter. When you have 
sufficient number on one 


| subject, take them out and put them in 


themselves, labeled with 
Arrange folders alphabet- 


a folder by 
their subject. 


ically. 


“Cultivate the habit of getting the 
chief points of an article without read- | 


ing every word of it. Roosevelt read 
many times the number oi books and 
magazines which most men do because 
he could do this. Edison must have the 
same ability because he reads regularly 
fifty trade journals and many books on 
subjects connected with kis work. 


“Tt will help you to do this if as you | 


read, you hold yourself to the accom- 
plishment of your reading in the shori- 
est reasonable amount of time 
you decide what to read by the ques- 
tion, ‘Will this be useful to me?’ 
“Begin at the first page and read at 
least the headlines of all articles. li 


one promises to have something of 
value, check it for reading later. Go 


through the number in this way, then 
go back for the reading of checked 
articles, or read them during fragments 
of time during the day. 

“When you find an article to which 
you wish to refer again, mark it at the 
top. If others are to read the same 
magazine and you think it would be of 














FEDERAL CASUALTY COMPANY, Bmgieily |] 9 some on cis wrte th tle 
Cash Capital, $200,000.00 V. D. CLIFF, President front cover. 
“After all have finished reading the 
HOME OFFICE 


An Old Line Legal Reserve Life Insurance Company 
A Company of Service 


Service to Policy Holders Service to Agents 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 


| 
| SPRINGFIELD, ILLINOIS 


Live Up-to-Date Policies Ordinary Life 
A few good openings for good live producers in Illinois. 


| H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director 


Limited Payment and Endowments 
Correspondence Invited. 
JAS. FAIRLIE, Vice-Pres. and Actuary 


Service to the Public 


DR. J. R. NEAL, Sec. 


| 
| 
| 
| 
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Suggested Subject Headings 


Some of the subject headings for 


such material are: 


“Approach, Methods of. 

“Budgets. 

“Business Conditions. 

“Inheritance Tax. 

“Insurance, Business. 

“Insurance, Educational 

“Insurance, Income 

“Insurance Programs. 

“Insurance and the Farmer. 

“Insurance as bequests. 

“Insurance as Investment. 

“Insurance Thrift. 

“Insurance of Women 

“Objections. 

“Prospects. 

“Salesmanship. 

“Keep back numbers of periodicals ar- 
ranged by date for at least a year even 


as 


though clipped, as you may wish to 
reter to them for a subject in which 
you had no interest at the time of the 


first reading, 


Will Increase Enthusiasm 


“Where there are several salesmen in 
one office the stenographer or some on 
person might be detailed to take charge 
of the file and all the men’ contribute 
to it. The manager might well oversee 
the work and decide on what material is 
worth saving, 


‘If you read insurance periodicals 
; regularly, one of the biggest benefits 
you will receive will be an increased 


enthusiasm for your work and pride in 
ed 


Jefferson Standard’s Prizes 


The Jefferson Standard Life has of- 
fered a series of cash prizes to the first 
ten men who qualify for membership in 
the company’s $100,000 Club 1922. 
Prizes have already been awarded: A. 
L. Smith and W. A. Berry, Alabama; T. 
N. Gantt and H. C. Trogdon, North 
Carolina: M. E. Scyster, Kentucky and 
D. L. Traynham, Jr., North Carolina. 
Four other awards are yet to be made. 
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WOMAN AGENT TELLS 
ABOUT HER PROFESSION 


What Has Been Accomplished in| 
the Life Insurance 
Field 


MAUDE FREEMAN’S TALK 





New York Life Agent Gives Some Im- 
pressions of Her Work as 
Ratebook Woman 





the 
Life 


Maude M. Freeman, one of women 
New York the 
Dearborn street branch in Chicago, has 


sold 


agents of the with 
enough life insurance in 33 years 
of active business to retire on the first 


Miss 


was a speaker before the 


of January next year. Freeman 
deans of the 
various colleges in the western confer- 
ence in Chicago recently. In telling 
her story Miss Freeman said: 

Started a Savings Account 

“I came to Chicago a green country 
girl. Most of my life had been spent on 
a farm and | started as a stenographer 
at $6 a week. 

“My instructor told me I was not 
qualified to hold a position, and that was 
all I needed to make me say to myself, 
‘I will succeed.’ It may interest you to 
know that I stayed with the same peo- 
ple for over ten years. The moment I 
got $8 a week | started a savings ac- 
count and many times I could only put 
away a dollar at a time, but I worked so 
hard that in a few months I was getting 
$15 a week. Every time I got a raise I 
tried to see how much I could save. I 
just loved to play the game and see my 
money grow. 


“An insurance woman came along one 
day to sell me insurance. Like everyone 
else, I would not listen, but she was dear 
and lovely about it, and when I under- 
stood | would get the money back in 
twenty years I took a policy for $2,000, 
which has long since matured. 

Made 





Good Investments 


“In those early days an uncle of mine 
invested my money for me, but as he 
grew older and advised me to learn to 
make my own investments, which I did, 
and he advised me to always buy muni- 
cipal bonds, as he felt they were the saf- 
est for women. 





“In ten years and a few months after 
I had started work I had been able to 
take care of an invalid mother, and when 
I had laid her to rest I gave up my posi- 
tion and traveled nearly a year abroad. 


“Now, it took lots of courage to save. 
I walked to work, carried my lunches in 
a newspaper, did my own laundry and 
made many of my clothes. When I 
bought a dress or hat I gave it much 
thought and only bought practical ar- 
ticles. Fortunately, youth looks well in 
most anything. 

Advises An Endowment Policy 


“Now, in talking to young girl grad- 
uates, the first thing I advise is a $5,000 
endowment policy maturing at about 55 
to 60, just when we all need money the 
most. A modern insurance policy of 
$5,000 gives, in case of total disability 
(either by accident or disease) $50 a 
month income for life and the principal 
at maturity, or in case of death the in- 
surance is payable to the beneficiary. 
This is also excellent for collateral. 

“Immediately after starting the insur- 


— 


Young Man Wanted 


Experienced in Actuarial Detail Work. Give 
experience, reference and present position ; 
also salary desired. Address B-28, care 
The National Underwriter. 
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ance open a savings account and save 
enough each month so that when the 
premium comes due you will have the 
money saved. Then open another sav- 
ings account and build up a reserve for 
emergencies and vacations. Then when 
you have saved enough in this account 
for these two things start buying safe 
bonds, preferably Liberty bonds. 
Learn to Save Money 


“Learn early in life to invest your own 
money and you cannot lose if you keep 
te safe investments. Work out a system 
for yourself and stick to it. Do not let 
your family or friends know what you 
earn or what you save. If you are going 
to lose your money keep that pleasure 
for yourself, for we only learn by ex- 
perience. 

“The best 
$350 I lost, tor that taught me my 
son early in life and made it much easier 
to stick to safe things. 

“Four and one-quarter per cent seems 


nvestment I ever made was 


es- 


low, but the swiftest way to save the 
long run lies in sate investments 
“Now I do not believe anyone can 


teach a thing they cannot demonstrate 
In every town is an expert in thrift. If 
you find one whom you have confidence 
in, have them lay out a plan for you and 
follow it. Do not listen to some youth 


(you have never met) on some get-rich- 
quick proposition. 


Mentally I 


say to 








Insurance Co. 


HERBERT M. WOOLLEN 


such people, ‘Get behind me, Satan,’ and 
1 dismiss them as gently as I can. 

“With few exceptions, if a woman 
starts with $600 a year and her mainte- 
nance, she can save $300 out of it. It 
may mean sacrifice but it is a wonderful 
feeling when old age is creeping on to 
see your investments increasing. 

“One should plan always, where main- 
tenance is part of the income, to save 
at least one-half. 

“My observation has taught me that 
the men and women who are happy and 
young after 50 are the ones who have 
overcome obstacles and yet have saved. 

“Most women take all kinds of re 
sponsibility upon themselves, such as 
educating the younger brothers and sis- 
ters or nephews and nieces and grow old 
without a competence for themselves, 
and then when the young people show 
no appreciation of what has been done 
for them they call auntie cranky and 
‘an old maid.’ 

“Now, I would advise women to con- 
women about investments because 
know best our frailties and what 
we need to make us save. 

“You can have books galore showing 
how to save and talk to your students 
and young people, but your own per- 
sonal experience will help them more 
than anything. 

“If you have not been a successful 
financier study out why and try to point 


enlt 
ull 


they 


MERICAN 
CENTRAL 


LIFE 


INDIANAPOLIS, IND. 


Established 1899 


PRESIDENT 


the lesson so clearly that they will profit 
by your failure. 

“I always use myself as an example of 
happiness and thrift and personally I do 
not call it conceit, for nothing to me is 
conceit if it can be proved. 

“In saving I put insurance first on ac- 


count of the disability clause. A sav- 
ings account second, and safe bonds 
third. A banker would reverse it and a 


bond solicitor would probably reverse 
both, but whatever you do save. Noth- 
ing is so pathetic in old age as poverty.” 


End “Endurance Contest” 


Che Volunteer State Life of Chatta- 
nooga, Tenn., has closed its “endurance 
contest” which has been in progress for 
i170 consecutive weeks, The prize of- 


fered to the men who would produce an 
pplication a week for the longest per- 
iod of was 4 gold watch. Edward 
Kennedy of Memphis had been in from 
finish, and a close second was 

1. McGaughy of Chattanooga, who 
has remained in the contest for 140 
Vice-President and Agency Man- 


time 


tart t 


i WM 


weeks 


er Minor Morton felt that other rep- 
resentatives of the company would des- 
pair of passing either of them, so he 
ranged with the leaders to close the 


contest, and award each a prize of $50. 
will be continued under 


rules, the limit in future being 


Lhe contest 
difterent 


weeks 
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@ Renewals are 
easy to earn 
and once earned, 
are vested in you 
or your estate, 
under our Square 
Deal Agency 
Contract. 





Insurance Company 


Home Office, Madison, Wis. 











| HOME LIFE INSURANCE CO. 


NEW YORK 


WM. A. MARSHALL, President 
The 62nd Annual Report shows: 


| 
| 
| 


} 
| 
' 
| 
| 


Premiums received during the 
WORE Wilbvccconccesececaennceoocess $6,990,547 
Payments to Policyholders and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 
it ..”  sd oniceee tenes neebaninkwede 4,740,340 
Amount added to the Insurance 
BOOTGR PUR cccccccccccesecsces 2,121,307 | 
Net Interest Income from Invest- 
OE cnnccccaswesneseseasneteeseces 1,964,050 
($642,638 in excess of the amount 
required to maintain the re- 
serve) 
Actual mortality experience 53.44% 
of the amount expected. 
Insurance in Force..........ssseees $223,116,887 
AGamniteed ASSStsS cocccccccccccececs 43,222,328 | 


FOR AGENCY APPLY TO 


W. A. R. BRUEHL = SONS 
General 


Central and way ond Northern 
Rooms 601-606 The F 


Manager: 


t 
— {4 Nat. Bank Bldg. 
CINCINNATI, OHIO 


HOYT W. GALE 


General Manager for Northern Ohio 
229-233 _Leader-News Building 


CLEVELAND, OHIO 
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FIDELITY LEAD SERVICE 


brings t 
ester 


buyers of life insurance. 


he agent into contact with inter- 
Last year 


we distributed 47,604 direct leads—all in- 


terested 


information. 


Fidelity’ 
brought 


leled new business result of 1920. 


Fidelit 


net premium reserve basis. 


force ov 


insurers since 
A few agency 


had requested 
In 1921 this service, and 
s original policy contracts, 
7%% of the unparal- 


us within 7% 

y operates in 40 states. Full level 
Insurance in 
Faithfully serving 


prospects who 


er $223,000,000. 
1878. ; 
openings for the right 


"FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, 
PHILADELPHIA 


Walter LeMar Talbot, President 








Do y 
not SIZE? 


MR. AGENT! 
for QUALITY, 
Age, Sound Ex- 


ou care 


perience, Low Cost, a Splendid 


Record for 70 years 


Then 
Agen 


$? 


why not take a General 


cy in its HOME STATE for 


THE ST.LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY 


STICK! 


HOLDERS 
WRITE THE HOME OFFICE 
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YMAN & PALMER 
General Agents for Illinois 


of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 
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WHAT ARE YOUR RENEWALS WORTH * 


Views of Some Prominent Actuaries on This Questic= 


HAT are renewals worth? The 

question often comes up in the 

valuation of the business of an 
agency or the sale of business that an 
agent has put on the books. Tue Na- 
TIONAL UNDERWRITER put this question 
up to some of the leading actuaries, 
asking if they could throw some light 
on the situation. It develops that ther« 
is no hard and fast rule to tollow. Some 


of the views given are as follows: 


George Graham, vice-president Cen- 
tral States Life of St. Louis: In placing 
a valuation on the renewal interest of a 
life insurance agent some consideration 
has to be given to the purpose for 
which the appraisal desired. Che 
step in arriving at such a valuation 
would to list all of the business in 
which agent has a renewal interest 
and jot down in a separate column for 
each year from the present time until 
the commission expires the amount of 
renewal conimission payable in such 
provided the policy is then in 


1s 
rst 
be 


the 


Veal 
force 
Che 


each of 


discount 
to 
of 


be to 
commissions 
combination 
should be used 
accurate results 
at a some 
| would 


next step would 

these renewal 
the present time \ 
interest and mortality 
but approximately 
be used by discounting 
higher rate of interest: 
using 7 percent 


as 


what 
suggest 
Is a Factor 


Lapse Hate 


that has to be taken 
into consideration is the lapse rate and 
this, course, will vary with different 
agents. It may also vary according to 
the age of the business, first year re- 
newals are unusually subject to a sub- 
stantially higher lapse rate than 
quent years’ renewals. 

This method will produce a figure 
fairly representing the present value to 
an agent of his future renewal commis- 
sions. It substantially in excess of 
what he would be likely to obtain were 
he to sell his renewals and very much 
in excess of what his company would be 


A further factor 


ot 


subse- 


is 


likely to offer because it must be kept 
in mind that a life insurance company is 
not permitted to carry commuted re- 
newal commissions as part of its ad- 
mitted assets. 

It occurs to me that the company 
would be willing to offer for the out- 
right purchase of the agent’s renewal 
interest would be about as fair a way 


as any to arrive at the present value of 
these renewal commissions for the pur- 


pose in mind. 


* * 


L. M. Cathles, vice-president South- 


land Life: Generally each company 
evolves its own formula because both 
rates of commission and conditions as 
to payment after death vary so much 
The best way to do is to refer the actual 
contract with details as to the amount 
of the insurance affected, etc., to a com- 
petent actuary. Under ordinary cir- 


cumstances with average contracts I 
think there is a general impression that 
from four to five years’ purchase 
much as any company will pay for com 
mutation of renewal commissions dur- 
ing an agent’s life time. The actual 
calculation of the value would take into 
account the approximate rate at which 
business would lapse, a reasonable in- 
terest rate and death rate and of course 
such special provision as the individual 
contract might contain regarding what 
would happen in the event of death. 


is as 


bs ~~ * 


F. B. Mead, secretary Lincoln Nation- 
al Life: In former days the renewals 
sold for about three to five years’ pur- 
chase, depending upon the quality of 
the business. Conditions have some- 
what changed in that, except for the 
last year or two when times were hard, 
business is much more persistent and it 
is worth somewhat more. were 
valuing a renewal account for taxes, I 
would not value it at more than three 


years’ purchase, i. e., three times the 
value of the current annual renewal 
commission income. If I were pur- 
chasing renewals, in order to play safe 
and have some margin for the risk, | 
would pay from three to five years’ 
purchase, according to the quality of 
the business; and the business might be 
worth even more in such companies as 
the Mutual Benefit and Northwestern 
where the lapse rate is very low. It 
might be worth even six or seven years’ 
purchase lf | were valuing my own 
renewals as a general estimate as to 
what they were worth to me I would 
say they would ordinarily be worth 
from seven to ten renewals, depending 
upon their persistency, but nobody 
would, I believe, pay that much for 
then 
. 


Percy H. Evans, Actuary, Northwest- 


ern Mutual: know of no table in com- 
mon use for the valuation of renewal! 
iiterests [This office does not have 
occasion to discount renewal incomes 
and when we are asked for a basis we 
avoid undertaking any responsibility 
for obvious reasons lf, however, our 


correspondent is unusually persistent we 


suggest that he may find it satisfactory 
to use a table showing the present value 
of $1 per annum payable at the end of 
each year, discounted at 10 percent. 
Chis is on the theory that the lapse rate 
ifter the first year will be 3 percent, 
deaths 1 percent and interest 6 percent, 
making 10 percent in all. I enclose a 
memorandum showing such _ present 
values for nine annual payments. If 
you wish to pursue this matter a little 
further you might read a paper sub- 
mitted by Percy C. H. Papps of the 
Mutual Benefit entitled “Value of Per- 
sistency in Agency Building” in the 
“Record,” American Institute of Actu- | 
aries, June 1921, Vol. X, No. 21, Part I. 
There was considerable discussion of 
this paper in the November 1921 “Rec- | 
ord.” 


* * * 


Present Value $1 Per Annum Payable 








End Each Year for “ ears 
1 , F A : 0909 
2 1.73554 
3 oa ieee een eee ee 5.48685 
- % = ees ...3.16987 
5 3.79075 
6 4.35526 
7 . 4.86842 
N 5.33493 
9 5.75902 
* x 

E. E. Rhodes, Vice-President Mutual 
Benefit: In order to determine the pres- 
ent value of renewal interests it is nec- 
essary to assume a certain rate of inter- 
est and a certain rate of persistency. 
The latter is rather troublesome. The 
rate prevailing in the company as a 


whole might be taken as the basis if it is 
available. That rate however should be 
modified according to the particular cir- 
cumstances of the Consideration 
ar be given to the conditions under 
which the business was written and to 
the fact that the agent who wrote it 
no longer living. It is reasonable to an- 


case. 
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ticipate a higher lapse rate in such 
cases than the rate which prevailed 
when the agent was alive 


a Lae 


F. H. Garrigues, mathematician Penn 


Mutual: While we know of no fixed 
formula for the valuation of the ter- 
minal interest under a contract, if busi- 


with a mod- 
insurance, 


ness is of a good quality, 


erate amount of or no term 

assuming average persisténcy and mor- 
tality, the present value ordinarily 
ranges between one-half and two-thirds 
of the commissions which would be 
collectible under the contract if the 


appointee had not died. Of course, if 
the amount of insurance is small or 
there are a few large cases, any such 
valuation might be wide of the mark. 
For instance, should the entire volume 
be one million, composed mostly of 
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five’s, with say two 
death or lapse under 
policies would very 


the worth 


three’s and 
$100,000 cases, a 
either of these large 
vitally affect any estimate 
of the renewal interest 
*x * > 
A. A. Welch, vice-president Phoenix 
Mutual: The value of a renewal inter- 
est is so dependent upon the persistency 
f the pol that | think one would 
l.esitate to give any rule to be applied in 
anv unspecified case. 
One would have to know 


two s, 


of 


iciecs 


not only 


company, but the character of the agent 
and the kind of policies that were large- 
ly issued, before he could arrive at 

figure that would be at all satisfactory 
Furthermore, the character of the con- 


tract must be conside red in m: iny points 


so | would not like to give any figures 
on an indefinite statement such as that 
contained in your letter 


Boost Moore for Senate 





Much interest is being felt by 
ance men in California, and im fact all 
over the country, in the announcement 
that Charles ( Moor had been choset 
by a body of California Republicans t 
oppose H im W Johnson for the 
nomination for United States senator 
Mr. Moore was president of the | 
ama-Pacil International Exposit 
and was the man who made the W<« 
Insurance Congress »ssible He is 
strong and active friend of insurance 
and has made many public addresses 
on the value of life insurance He is 
a director of the West Coast Life ai 
takes an active part in its management 
often appearing before meetings of th 
company’s agents to address and coun- 
sel with them. 

On the other hand, Hiram W. Joh 
son has caused the insurance fraternity 
ot California considerable mental an- 
guish. When governor of the state he 


opposed a number of helpful bills whicl 
later were passed when the present gov- 
ernor, W. D. Stephens, was elected 





A Real Home Office 
Opportunity 








rhe supermtendent of one of the 
oldest and best eastern companies 
writes 
We are im need of a ing a 
between £5 a 0 years of ag 
ur Agency ‘Dep irtment. start 
ing ir a position that will give 
opportunity for advancement int 
lly first class position in the 
un an primarily 
indation of business con 
me who will recog 
honest effort and appli 
cation \ K 1 the iy ad 
vancement and success We want 
i young man to learn Agency 
Department work, including pul 
city ad g literature and 
s Tt nnect ym wit 
ir agency paper A person hav 
ng some f nsurance experience 
ould be at an advantage in start 
ing in t posit although thi 
would 1 be absolutely essentia 
We probably would give persor 
the udlva g a e 4 
spent in t va s epartm Ss 
of the H Othece as a foundatio 
for Agency Department work Ir 
other words, we would do ever 
thing possible give a pers 
wl starts in the position now 


portunity to succeed 
would be from 
depending 


person s 


start 
00 


salary t 
$2.000 to $2.5 1 year 
upon our estimate of the 


ability and experience 


It is not very often that we are 
called upon to go outside of our 
own ranks for a position of this 
kind, but we feel that we have not 
just the right one here now. 
This is a good opportunity. Address 
Superintendent of Agencies, Care 


The National Underwriter, and the 
letter will be promptly forwarded. 











XUM 


Jur 


Ni 


Al: 


T he 


ben 


29, 1922 LIFE INSURANCE EDITION 21 


1922 June 
two | SEES DANGER IN THE 

very | BANK- sAvEnES PLAN 5 
: Actuary I. P. Mantz of Western 4 “ 1 7% 
inter Life of Iowa Gives of the new business issued by the Northwestern Mutual Life Insur- 
vould Views ance Company in 1921 was upon applications of members previously 
= _ insured in the Company. 


Broce NOTHING PERMANENT TOIT 


ange: Its Policyholders Repeat 





sory Iso Endangers Cooperation of Banks, mn . “ee” . . . 
con- es ee ee ae eee lhe assignable cause for this is found in the Northwestern business policy of 
oints Though There Is a Valuable F 
oo ’ Form of This Careful Selection Efficient Management No Rebating 
—_—— No Foreign Business Liberal Policy Contracts No Twisting 
Seeing nothing of permanent benefit Insuring Only Males — — Civil Service for Agents 
the savings-insurance plan, as in op- ureliy American . . 
melee seen 8 Low Death Rate . ; Clean Business Methods 
sur eration m numerous banks over the fg | urely Mutual ; 
all ountry, I. P. Mantz, actuary of the Safe Investments No Brokerage Low Net Cost 


Ned Life of lowa, has set out his 


way reasons why he is so convinced and W E: 
+] vhy he believes that there is actual dan 
ce a result of many years’ effort Mr. 
oe Mantz believes that there is a vital place 
ail for banking and insurance interests to Milwaukee Wisconsin 


, . co-operate, im that the bank can serve as 
F the | a saving medium for premiums, thus 


enabling the bulk of the people to set 
aside premiums for more insurance than 


er of a breach between banks and in 
interests over this issue, break- 


suratice mtet till I 
ing into the cooperative attitude yuilt i IFE 


etween the two great institutions as 














oht is true under the present quarte rlv and 
nity annual basis of payment He com- 
an- ments on the matter as follows 
e ne Dust Not Settled ai Te 
ee 
hich A ic 

‘ “ : , . < 
gON Numerous recently launched schemes Sear Rav Ur Mat Cf 
“d : to combine life insurance with banking 





wou Id lead to the conclusion that the 


TP | tase ares ates Sone’ 1 STATE MUTUAL LIFE ASSURANCE COMPANY 



































insurance—is about to be consum- 
mated. But the dust raised by this new | 
e shies ak dans teas tad’ oat ean of WORCESTER, MASSACHUSETTS 
ciently settled for one to determine | Incorporated 1844 
whether the proposed plan is one that | : ; ? 
will really prove mutually beneficial: | Has shown steady and consistent growth. 
v whether in fact it is cooperative at all, | Is progressive in every detail which is for the benefit of its policy] a 
es | but rather an attempt by life insurance | A Home Office organization trained to render efficient service to polic ! 
companies to branch out into the bank- An agency organization that is pesky ogg and loyal, happy the knowledge that the protecti nished by 
ng age _or of banks to invade the oe actintiien ate unemneiied. 
domain of life insurance. 
“Banks and bankers are ey | B. H. WRIGHT, President. D. W. CARTER, Secretary. 
autious f innovations in their busi- | . . 
a tae eaeainr e aie Geek cea STEPHEN IRELAND, Superintendent of Agencies. 
; years have been such that any possible 
23 plan holding out the hope of attracting | 
f depositors, especially savings accounts, | 
is a lure which the otherwise conserv- | A POINT IN YOUR FAVOR 
ative banking fraternity does not ap- | 
pear to be able to resist, no matter how | ~ . ‘ : : - . , 
fantastic in its practical aspects. There|| The Grange Life is an opportunity for live agents. They have that opportunity of selling 
ae See es ae oe eee eh policy lower in cost than many others and can still go into any community, confident in 
that lave introduced the system were | 
induced to do so by life insurance solici- || the knowledge that the protection they offer cannot be bettered nor the company they 
tors who hoped thereby to discover an | represent be outdone in service. 
easier method of ae life insurance | 
Tecwaitesctece || GRANGE LIFE INSURANCE COMPANY 
scientious effort on persistent work. | 
The banks, of course expect to get the | 
benefit of the deposit end of the com- LANSING, MICHIGAN 
bination. N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. 1. D. WALLINGTON, Supt. of Agents 
Is Not Permanent . 
| “So long as the plan possesses the 
Dt attraction of novelty, and before the THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medica! Director CLAUDE T. TUCK, Secretary 
public discovers that in its essential re- | Occid | Buildi 
turns it offers no more than life insur- | | IFE IN URAN( E ( ‘O ccidenta ullding 
i ince companies have been offering right | * INDIANAPOLIS 
long in short term endowment insur- | ° 
| coon” Wie Gian “al ik a anne Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 
measure of success. but it cannot be All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de- 
depended upon as a permanent method of Indiana who believe in the ability of the management to partments of life insurance work. 
of either building up the banking busi- build a real life insurance company. ; 
i ness or selling life insurance This We offer agents experienced management, superior policy contracts, 
dividing of the protective and invest- choice territory. progressive field and home office methods and an 
sit ment elements of endowment insurance old-fashioned general agency contract that means money. 
e etween two separate corporate entities If you want to be affiliated with an institution that has real red blood in its veins—that has all the elements of growth and permanency 
e Is not going to enable the bank to pay T 1 h k 
a larger return on the monéy deposited e us where you want to wor 
| : than it can afford to pay its regular cus- 
ad tomers, nor the life insurance company 
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The 


Columbian 
National Life 


Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
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Issues the best 
forms of policies 


of Life, Accident 
and Health Insur- 
ance. 











Our Complete Protection 
Combination is the ideal form of 
insurance coverage 














Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 
J.N. WARFIELD, Jr. 
Secretary-Treasurer 


DR. J. H. IGLEHART 
Medical Director 











A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsw 

for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 











riik NATIONAL UNDERWRITER 


| 
| 16 give the protection any cheaper than 


it could sell it direct to the public 
Neither does the combination assure to 
the customer as efficient service as if 


he were dealing with each class of cor- 
poration individually, but strictly in line 
with its peculiar sphere of activity. 
Certainly no one would venture to as 


tain a selling force 
and place life insurance in connection 
therewith as cheaply and efficiently as 
a life insurance company can maintain 
such a force to sell both the insurance 
and investment in one contract. 


Incomes on Monthly Basis 


“In this country, where the incomes 
of most families, particularly those 
whose revenue consists of wages, are 
received monthly and most people live 
up to their incomes, which is why life 
insurance is so necessary and popular, 
legal reserve life insurance will never 
serve the public as it should serve it, 
and the average wage earner will never 
be able to carry the amount of life in- 
surance he should carry, until it is 
made possible for him to pay for hts 
insurance on the meutiily payment plan, 
but without exoritantly penalizing him 
for making his payments in that way 
as compared to one who pays premiums 
aunually. But the acceptance of pre- 
miums semi-annually or quarterly, a 
practice in vogue for many years, al- 
ready presents enough difficulties to 








} of 


make it obvious to the home office offi- 
cial that collecting premiums monthly 
from policyholders scattered over the 
whole country and who would have to 
be notified monthly, is a practical im 
possibility. 


Is Only Merit of Plan 


“The only substantial merit there is, 
really, in savings account with life in 
surance this; that it makes it pos 
sible to pay for one’s insurance in 
monthly installments; therefore places 
legal reserve insurance within the reach 
many to whom it would not other- 
wise be available, and enables many 
others to carry a larger amount of pro 
tection, of which insurance companies 
would derive the benefit if the idea were 
promoted by them with that end in 
view, instead of it being promoted by 
banks to get people to accumulate a 
savings account that had never done so 
before. The idea has vast potential 
possibilities of advantage both to 
insurance companies and banking, but 


1S 


| 
I 


HE Internal Revenue Department 
"[ recently ruled regarding the deduc- 

tion of premiums on business in- 
surance. It says: 

“The M Company is a close corpora- 
tion consisting of A, his wife and son. 
The company borrowed 25x _ dollars 
and took out a policy in the amount of 
25x dollars in N Insurance Company 
on the life of A, which policy was as- 
signed to the lender and the premium 
of approximately x dollars paid by the 
company. A, being advised that the 
company was not allowed to pay these 
premiums, personally paid the _pre- 
miums from his salary. Like policies 
in smaller sums were taken out on the 
life of A’s son and put up as collateral 
for the smaller loans. All three of 
these policies were taken out expressly 
for the purpose of protecting the busi- 
ness of the company and the premiums 
paid were not deducted either in the 
returns of the company or in the per- 
sonal returns of A, his wife and son. 

* * * 

“Inquiry is made as to whether or 
not the premiums are deductible in the 
returns filed by the company or by the 
individual members of the company in 
their returns. 

“Held, that such premiums are not 
deductible by the corporation, inas- 
much as it does not pay the premiums, 
and would not be deductible even 


so 


life | 


sert that a bank can organize and main- | 
to secure deposits 





in this savings bank plan it is being ex- | 


ploited by 
organizers entirely 
fit and profit and 
detriment of the 


more or 
Insurance 


less to the 
companies, 


banks and the existing organization of 


life insurance solicitors. 
Waste of Lapsation 


in the 
stand- 


“The greatest economic waste 
life insurance business, from the 
point of the companies as well that 
of the insured, the business that 
written but dapses after one or two pre- 
miums are paid. The actual cost of 
selling a life insurance policy for $1,000 
is about the same as the cost of selling 
the average high grade security of the 
same amount, but as this cost is charged 
against the first premium paid, the per- 
son who lapses his policy pays the pur- 
chase cost of the investment, but does 
not get the investment, or only a frac- 
tional part of it if he persists long 
enough to pay three or more premiums. 
[he company expects to make a profit 
on the sale of each policy, but its protit 
does not begin to accrue until the sell- 
ing cost has been covered and as most 
policies that lapse do before that 
cost is recovered, the company loss on 
account of lapse is at least equal to the 
loss to policy-holders. So there is no 
greater problem for solution in the life 
insurance business than this two-fold 
loss to policy-holders and companies on 
account of lapses. 

Where Bank Can Help 


as 


is 1s 


so 


“I do not anticipate that this buga- 
boo of lapses can ever be entirely elimi 
nated from the business, but by intelli- 
gently directed effort and cooperation 
between banks and insurance companies 
along lines that cannot help but be of 
mutual advantage to both 
| do know that the lapse ratio could be 
materially reduced. This much desired 
end can be attained by making it easier 
for policy-holders to meet their pre- 
mium obligations; that is, by dividing 
them up into smaller amounts that can 
be met concurrently as their income is 
received. Life insurance companies can- 
not accept premiums on the weekly or 
monthly plan, it is true, but I am still 
to be convinced that life insurance pol- 
icy-holders cannot, by education, be in- 


duced to carry a savings account in 
conjunction with their insurance poli- 
cies in which periodical deposits are 


made for the specific purpose of meet- 
ing life insurance premiums.” 


RULING ON BUSINESS INSURANCE 


though it paid the premiums, as Sec- 
tion 215 (d) of the Revenue Act of 1918 
prohibits such deduction. 


* 4 . 


“The expense on the part of the of- 
ficers of the corporation who are stock- 
holders and pay the premiums can not 
taken as a deduction in their indi- 
vidual returns, as the benefits from such 
policies do not acrue to the officers’ 
individual trade or business, but to the 
trade or business of the corporation, 
which is an entirely distinct entity from 
its stockholders. The payment of such 
premiums personally by an officer of 
the corporation can not be said to be an 
crdinary and necessary expense in 
carrying on such officer’s trade or busi- 


ness.” 


be 


Conditions Good in Kansas 

J. S. Barrow, manager of the Nation- 
al Life, U. S. A., at Kansas City, has 
just returned from a trip through Kan- 
sas, and makes a most encouraging re- 
port. Wheat all over Kansas will be 
harvested the coming week, and the 
farmer will be able to discharge his re 
sponsibilities Conditions are 
bright in Kansas, says Mr. Barrow. The 


soon 


crops are in splendid condition, and it | 


looks as though this section were going 
to step right out in great shape, in Mr. 
Barrow’s opinion. 


institutions, | 


ingenius salesmen and sales | 
for their own bene- | 











June 29, 1922 








ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 














ARCUS_GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone Randolph 3473 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Life Insurance Forms Prepared. 
The Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 








H. NITCHIE 

e ACTUARY 
1523 Association Bldg. 19S. La SalleSt. 
Telephone State 4992 CHICAGO 











REDERIC S. WITHINGTON | 
Consuttine AcTUARY | 

402-404 Kraft Building | 

Tel. Walnut 3761 DES MOINES, IOWA | 








OHN C. HIGDON 600 Gates Buildine 


Kansas City, Mo 





OHNIE. HIGDON Actuaries & Examiners 











Rates Reduced 


Premium rates reduced 
September, 1920 


All leading forms of poli- 
cies written. 


Best of contracts to 
agents. 





Twogeneral Agenciesopen 
in Iowa. 


Write for information. 
LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, Iowa 











Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 
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EDITION 





| MODERN 


BUSINESS 


GETTING METHODS | 





“Go Early! Go Late! Go Often!” Is Advice 
Given to Life Insurance Salesmen by W. E. 


Nichols of New 


66 () EARLY. Go late Go 
often.” 
* That is the advice that Wil- 


liam Nichols of the New York Life 
in Chicago is giving to life insurance 
salesmen. Mr. Nichols embodies in 
his own personality and reputation the 


highest ideals and best traditions of 
life insurance. He has been a notable 
success in his work. He has exempli- 


fied to the life insurance fraternity its 
ereatest achievements. Mr. Nichols has 
not been satisfied with hiding his light 
under a bushel. He has not hesitated 
to help his fellow men along the way 
and inspire them to greater efforts in 
life insurance work. 


Should Analyze 
Prospect’s Conditions 


their 


In commenting on present conditions, 
Mr. Nichols said that the life insurance 
man today should possess the power of 
penetration and analysis He should 
cultivate the faculty of searching. Mr. 
Nichols contends that the life man 
today must be able to discern prospects. 
There are some activities that are mak- 
ing money. There are others that are 
not. It is up to the life insurance man 
to reconstruct his prospect list and as- 
certain those that are able to purchase 
insurance. There are enough prospects 
to satisfy the most exacting if they can 
be found. Life insurance men, there- 
fore, must be discoverers. They must 
apply the acid test and get hold of those 
that have the money. Many men of 
wealth are rich in lands and stocks just 
uow, but not in ready cash. There are 
salaried men today that have a surplus 
which they can use in purchasing life 
insurance 


Three Things Now 
Being Purchased 


Mr. Nichols said there are three 
things that people are buying: First, 
food: second, automobiles, and_ third, 
life insurance Life insurance is one of 
the necessities It is no longer re- 
garded as a luxury Mr. Nichols be- 
lieves that there is plenty of surplus 
cash adrift The life insurance man 
must be able to get his share Chere 
is a very active bond market these days 
The banks have been absorbing large 
blocks of securities, because their sur- 
plus funds have not been used in the 
regular commercial field Thousands 
and thousands of individual purchasers 
are buying securities People have 
plenty of money seemingly to purchase 
automobiles, to go to the theatres, to 


1; 
cing 


at high-priced restaurants and to 
indulge in many luxuries 


Agent Must Hunt 
Up His Prospects 


Mr. Nichols said that life insurance 
nen who feel that prospects are hunt- 
ng them up to buy insurance are mak 


sad mistake. The life 
un cannot hold a blank application in 
s hand at a street corner and expect 
people will rush up to him and insist 


nga insurance 


on signing it 

‘The successful life 
is required to put in some hard 
said Mr. Nichols. “The throttl 


Should he pulled out: more enthusiasm 


insurance man 


should be engendered. The man who 
is holding back, who is loafing on the 
job, who has plenty of time to brood 
over his fate. is not getting very far 
The wide-awake, alert, industrious, in- 


York Life in Chicago 


making 
expect 
should 
as com- 
That tended 


telligent-working salesman is 
splendid progress. We 
1922 to be equal to 1920 
wipe 1920 off the map so 
parisons are concerned 
to spoil us. We grew weak while the 
business came to us We have not 
hardened our muscles since then as we 
should. 


cannot 
We 


lar 


Every Life Man 
Should Be Original 


“Every life insurance man should be 


original, The salesman who simply 
learns a few words and some set 
phrases and uses these on every occa- 
sion does not excite attention 

“The reason why prospects are not 
interested in life insurance when a num- 
ber of salesmen call is because they 


have no new point of view. They have 
some stereotype phrases, some technical 
jargon, some studied statements that 
do not have a personal appeal. It is 
the salesman who can present his case 
with originality, who is nimble in his 
wit, who is able to get off the reserva- 
tion and take care of himself, who can 
get away from the beaten path and 
show a prospect the promised land, 
that will succeed. Many life insurance 
men are like actors on the stage. They 
able to recite a given number of 
lines. Get them off the regular routine 
and they are lost. That is the reason 
that people are impressed with a 
entation that hits their particular case 
When life insurance can be brought to 


are 


pres- 


earth and applied to one man it has a 
powerful appeal. He then feels that it 
exists for him alone.” 

Mr. Nichols was asked about the 
high lapse ratio at the present day. He 
said that much of it, especially in the 
cities, is due to lack of attention on 
part of the agents Mr. Nichols as- 
serted that some life insurance men 
feel that their period of service ends 
when they have delivered the policy 
and collected the amount of the pre- 
mium. That attitude is a breeder of 
lapses. If an agent loses interest In 
his policyholder after he has collected 
the premium he lacks much in being an 
honest and efficient agent. Mr. Nichols 


said that when he finds that a premium 
is not being paid he hunts up the policy- 
holder to find out what the difficulty 1s 
Frequently he ascertains that there is 


something that he can do to assist the 
policyholder He may be laid up. He 
may be awa\ He may have not re- 
ceived his premium notice He may 
have forgotten the notice He may be 
temporarily unable to meet the pri 
mium. There are a hundred different 
causes that may cause lapses. It is uy 
to the agent to see whether there is any 
service he can render at that time that 
will save the business. One of the most 


important services that an 


render is in a time like this, i 
Nichols’ opinion, is to save a man from 
lapsing his policy If the agent has 


writing the policy 
convinced 


diligence in 
thoroughly 


used due 


f his assured is 


that he has taken the right step, if he 
has purchased an amount of insurance 
that he can afford, then it is up to the 


a favorable stat 


Mr. Nichols 


opportu! ty 


agent to keep him in ‘ 
of mind The agent, said 
should never overlook an 


to do something for his assured 


CLOSING THE FIRST INTERVIEW 


SOME PRODUCERS SAY IT DEPENDS ON CLASSIFICATION 
OF PROSPECT 


ISCUSSION of whether the best] 
interests of the policyholder, the 
the company are served 


agent and 

when a policy the first in- 
terview has brought out the fact that 
some successful producers are disposed 
to make a classification of policies as 
regards the best method of closing and 


the number of interviews required, list- 


is clos« d on 


ing them as sentimental and commer 
cial, large (over $5,000) and small 
(under $5,000). Among the comments 
offered on this question, in addition to 
those already printed, are: 


> * * 


Gifford T. Vermillion, Mutual Life of 
New York, Milwaukee.—Life insurance, 
I believe, is two First on 
sentimental reasoning, usually involving 
policies in amounts from $1,000 to $5, 
000. That policy, I believe, should be 
closed on the first interview if possibl 
because of psychological rea 

The second way concerns policies 
sold on commercial reasoning These 
policies are rarely, if ever, closed with- 


sold ways: 


sons 


out salesmen having full information, 
nd then I believe it will take him two 
or three interviews. These would be 


yf larger amounts. 
* > * 


I. J. Dahle, Equitable, of New York, 


policies « 


Milwaukee.—How can you _ possibly 
analyze your client’s needs, in larg: 
cases particularly, on first interview! 
He suffers, vou suffer, and the institu 
tion of life insurance is cheapened by 
resorting to methods of that. sort 
Either sell scientifically, professionally, 
if you please, or do not make the at 
tempt at all 


buSiness ol 
Bear in mind 
that your small policyholder of today 


In smaller 
how 


not so serious 


eventually becomes your ig policy 
holder, and that you must serve hu 
professionally from the start so that 
later on he will have the proper amount 
of confidence in you, which ts always 
absolutel necessar\ i! handling ong 


lines 
> > 7 


A. L. Saltzstein, New England Mu- 








tual, Milwaukee.—This matter is pure- 
ly indivi l 1alistic It should be left to 
the resourcefulness the agent The 
personal methods 1 st successfull 
used bv each agent. together with th 
conditions entering into the underwrit 
ing of the policy, should be the only 
index to treatment of the prospect 
* > > 


Clifford L. McMillen, 
Mutual Life, Milwaukee.—I am 


thor 


wuehly convinced that, ordinarily. the 
agent cannot rend S ood = service 
as he is capable of, if he endeavors t 
close on the first int Hes 
| of the amount ! t 
mav have bef } firs et lir 
the prospect's financial and , 
dition. the prospect will n« 1 that 
hic situati mn has been @ , 41 nail 
nad careful co iderati ] < he 
so Ilv has sup ied a cons ! rhe 
portion of the informatior 
The first inter should b 
t ly to ecure t to 
sé ire the omplete cont ri F 
spective nolicvholder 1 ther 
bee ool fais nm the idea of ving til 


| 


\\ 
Northwestern : 


insurance, and the part it can play in 
the furthering of his business and 
family plans, the consideration it de- 
serves 
One of the prime requisites for ef 
fective selling, is a favorable oppor 
tunity to present the proposition. This 
condition rarely exists at the time of 
the first interview 
' es 


Eugene B. Stinde, assistant general 
agent, Northwestern Mutual, St. Louis: 


“T am like any other agent, anxious to 
write a man on the first interview, but 
I have had very little success I have 
no set plan of writing life insurance; 
and have no schemes; nor do I try to 
appear unusually brilliant in order to 
attract a man’s attention Simplicity 
is my method of selling I am never 


satisfied with a man looking at life in- 
surance in an indifferent way I al- 


ways try to get them to look at it in a 
big way, and show them that it is the 
only advisable way to accumulate a 
reserve that is liquid at all times.” 

x * x 


S. J. Rosenblatt, Manager State Life, 
Chicago.—Sell the man a policy at the 
first interview if it is possible Press 
him moderately, but do not overdo it to 
the extent that your insistence 
you with a book agent. If a second in 
terview is aim to le 
vorable impre first 
your prospect’s mind you must be more 
predominant than anv of 


classes 
necessary ave a ta 
ssion the time In 


your comp¢ t}- 


tors. Leave a uniaue impression—some- 
thing different Crack a joke bearing 

On your proposition, or use an amus- 
ing simile such as “T am like a church 
bell, calling you to your duty. but as- 
uming responsibility if vou do not 
do if ” 

Explain some of the fundamental 
principles upon which the whole idea 
of imsurance is based. Sav that insur- 
nee 1s merely a gamble, the life insur 
nee company betting the insured 40 to 
1 that he will not di This may lead 
him to see insurance in a different light 
tl ever before. 

Never mention your competitor Tt 
Is a poor way of securing business in 

line, and vour prospect knows it 

; k only of vour own company X- 

| ng all of its strong points If a 

nd interview does not sell a policy 

ed t} ndividual and interview an- 
* * * 

K. B. Korrady, Manager Missouri 
State Life, Chicago—In order to in- 
sallioantt 

lige \ inswer your recent mquiry 
I would divide prospects into two dis 
tinct classes: 

1. Strangers, men of wealth and 
prominence in the business or profes 
sional world I believe it poor sales 

ship to try to close men of th 
tv] on the first interview This does 
tt mean that T am not sympathy 
ith the plan of se uring the ipplica 
tion and arranging for the examination 
the first interview Many busy men 

Il devote twenty minutes to an 

ition whereas the will show im 
tr e during a t tv-minute inter- 
ew L'ndse th ail e plan of opera 

f ‘ st effected whet 
ed for lelivers Many 

‘ t the rst interview 

] t gat! ring data foll ved i 

v days later by the sales tall Thi 

has many advocates and in the 

le ot a tr 1ined salesman 1s very 
ec ve 

; I ends or a quaintances A sale 

lat \ 1 matter of creating conh 

e m yourself, With friends or ac 

i t ce this confidence has or 
hould have already taken root Chere 

reat effort should be made to 
ise on the first interview 








YOUR NAME 
HERE 
jiu Pencils Build N 


Good Will and Bring Results 


Turn your prospects into 
customers and your cus- 
tomers into friends by 
presenting them _ with 
high-grade Advertising 
Lead Pencils, printed 
with your advertisement. 
No other advertising spe- 
cialty costing so _ little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain 
to make a favorable and 
lasting impression on the 
minds of those who get 










them. 
Samples and quotations on request 
An “Ad” in the hand is worth 


1000 in the waste basket 
NORTH AMERICAN 
PENCIL WORKS 


$01 Plymouth Ct., Chicago, Ill. 





“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES (8.7 Bide.) LOWA 


TERRITORY 


IOWA SOUTH DAKOTA 











The Accumulation Policy 


is a combination of insurance 
and investment in a new sense. 


Specimen Rate 


Age 35...... $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 


Write us about it. 


NATIONAL LIFE ASSOCIAT’N 


Des Moines, Iowa 


competition. 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 














THE NATIONAL 


R. O. Miles’ Suggestions to’ 
Life Insurance Men 


(), MILES ot Los Angeles, ( al., 
has made a specialty of dealing 
° 


with life insurance in connection 


with inheritance taxes Mr. Miles is 
a large personai producer. He is con- 
nected with the Aetna Life office. He 


wrote over $1,000,000 last year with an 
average premium of $48. This one 
of the best records so far as non-partici- 


Is 


pating insurance is concerned. The 
work was done practically in nine | 
months and entirely with strangers. 


Mr. Miles recently made an address re- 
garding inheritance taxes. He quoted 
Chapin Hall, editor of the “Trade Talk” 
column of the Angeles “Times,” 
and says, “More people know less about 
inheritance tax law than almost any 
other subject of pertinent and con- 
temporary interest which closely 
touches the life and business of almost 
everyone.” 


Los 


Should Have Mach Knowledge | 


Mr. Miles talk 
stance: 

“Life insurance is designed to under 
write the value of human life. Remem- 
ber that it also offers the only practical 
means by which well to do men may | 
successfully conserve the energy of 
their estate. You will be absolutely 
correct in making that assertion to the 
able-bodied men who can qualify for 
life insurance. An insurance man who 


in his said in sub 


is using the inheritance tax argument 
should have a working knowledge of 
the law and its interpretations and be 
able to discuss not only inheritance 


taxes, but property acquired by an es 
tate, the disposal of it, and so on. He 
should know about the transfer of stock 
certificates, how to handle bearer bonds, 
joint accounts, appraisals, community 
property and so on. When one has this 
information he is no longer in the posi- 
tion of an agent with something to sell, 
but rather he is a man who has valuable 
lot of information that can be secured 


Put Some Jazz in the Canvass 


“No matter how important a law may 
be it is difficult for most people to read 
it, much less understand it. Unless you 
put a little jazz into it, your prospects 
will not discuss it. The best definition 
of salesmanship the art of telling 
truth attractively for the purpose of es- 
tablishing confidence so that sales may 
be made. The atmosphere of an inter- 
view should positively never be that of 
a prospect and agent but that of a client 
and advisor. Such work is distinctly 
professional. When so handled you will 
find that there are a good many by- 
products you can use. For example, 
discussion as to the need of business in- 
surance or insurance to cover deprecia- 
tion in the value of manageable prop- 
erty after death. Large orchards and 
ranches, for instance, have to be sold 
at much lower figures than the appraisal 
and life insurance can be sold to replace 
this almost certain loss. 


1S 


Talk Conservation of Estate 


“There are many wealthy men who 
would not listen to you on the subject 
of life insurance because it means cre- 
ating something they already had 
enough of, namely, money. But now 
those men will listen to if you talk 


about protecting the estate which they 
have already created. Our chief aim as 





life insurance men will always be to 
create, but to protect that which is al 

ready created is of the utmost impor- 
tance also. If the natural aim of life 
is the accumulation of a competency is | 
it not most natural for a man to want to } 


that competency? 


Means Impaired Income 


protect 


“T have heard men say that they carry | 
enough cash on hand or securities which 
can be readily converted into cash and 
in this way they are providing for their 
inheritance taxes. That simply means 
impaired income and the loss of income 
is enough to pay the permium for in- 
surance a like amount of principal 
sum. That sort of thing is bad finance 


on 
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PREPARING FOR THE INTERVIEW 


By ALFRED HOLZMAN 


Agency Manager Equitable 


OU for your interviews 
'Y when you prepare YOURSELF. 
The most vital preparatory work 
must be done upon YOURSELF. 
Norval Hawkins, the famous sales 
manager who built the Ford selling or- 
ganization, said on this subject: “The 
biggest thing about salesmanship is the 
middle syllable—*Man.” 
Preparation does not mean that you 


prepare 


should not call on strangers of whom 
| you know nothing. Preparation means 
that you must be prepared for the 
stranger as well as for the man of 
whom you have a complete record 
Lyman Beecher’s famous sermon 
“The Government of God” produced 
such a profound impression that it gave 
him international reputation. One of 
his parishioners inquired, “How long 


have you been preparing for this ser- 
mon?” “For forty years,” Beecher re- 
plied. 
Preparing for a Life Time 

I suppose you are all familiar with 
the historic debate between Hayne and 
Webster on “State Rights” which had 
such a tremendous ‘influence on the 
government of this country. When Mr. 
Hayne made his famous speech, which 
was to be answered the next day by 


Life 


Webster, Webster listened attentively | 
and that evening attended a_ social 
function that terminated at a late hour 
One of his friends asked him, “Are 
you not anxious about the tasks that 
you have tomorrow?” and Webster re- 
plied, “No, I have been preparing for 


’ 


this very occasion all of my life.’ 

Every bit of careful work that you do 
in study, in soliciting, thinking, medi- 
tating, analyzing and planning is pre- 
paring yourself for the next interview 
and for the next and for the next and 
when you are finally face to face with 
your first big case you will be ready 
for it. 

Adding To One's Information 


In prospecting I say meet at least 
one new man every day. In preparing 
for the interview I say learn at least 
one new thing a day. Besides con- 


stantly trying to add something new to 
your business experience, don’t overlook 
to keep posted on current events. Do 
not permit your mind to travel on a 
single track. Read at least one news- 
paper carefully during the day and 
especially the world events and financial 
news. This will give you a lot of gen- 
eral information that will broaden you 
and help you to be prepared for your 


ing and sometimes means secret know] 
edge that they can’t pass an examina 
tion, 

“In addition. to inheritance taxes 
every estate must pay lawyers’ 
fees, probation and court costs, which 
can safely be estimated at 3 percent of 
the gross estate, and figuring for your 
client the amount of life insurance which 
should be provided in order that his 
executor may carry out the provisions 
of his will without loss or embarrass- 
ment 


also 


Get Rid of the Barnacles 


“Quit chasing around in a circle with 


| a lot of old barnacles, called prospects 


The best prospect is the man you have 
never seen. If you don’t do business on 
your first or second interview, with 
very occasional exceptions forget that 
case entirely. 

“Remember that 5 percent of the 
people of the world do the thinking for 
the other 95 percent. We need men 
who create and construct and whose 
light shines through the fog of competi- 
tion before it becomes destructive. Be- 
hold the power of education, creating, 
then constructing and_ illuminating 
where in the past useless and destruc 
tive competitive methods held our great 
business in bondage.” 


| his dependents. 


of New York at Chicago 


interviews. Read a good book occasion 


ally, at least one a month. 
Information That Is Needed 
Some information about a prospect is 
of great value in order to submit a 
definite proposal that will fill his re- 


quirement. What information is it that 


we should have? Not very much. It’s 
casy to be had. 

1. How much insurance docs he 
carry now? 


2. The size of his family and the age 
and sex of his childre n. 

3. Something of his finances. 

If he is a stranger to you, if you just 
have the name from source, and 
on your first call when you try to induce 
him to be examined in order to submit 
a proposition, after he has agreed to be 
examined, put it to him this way: “Now, 
Mr. Smith, in order to submit you a 
definite proposal to fill your actual re- 
quirements, I would like to know how 
many children you have and their ages 
What is the age of Mrs. Smith? Have 
you any other relatives absolutely de- 
pending on you for their support?” 
Usually men will tell you a good deal 
about themselves and they usually try 
to tell you a good many things in order 
to show you that they don’t need much 


some 


or any insurance, and the things that 
they tell you are of the most vital im- 
portance to you because nearly every 


turned into a 
have insurance 


ene of them can be 
why they should 


reasol 
more 

Getting Information From a Friend 

If some one else suggests a 
you, it very easy, in most 
get this information from the who 
gives you the name, but I have never 
had any trouble to get information 
about the size of a man’s family and 
Then when you come 


to 
to 


hame 
1s 


cases, 
one 


back with your policy, knowing how 
much insurance he has, knowing that 
his children are of a certain age, and 


some of them are girls, you can make 
an appeal to him for additional protec- 
tion that you could not make if you did 
not have this information. 

Policies sold to round out a man’s 
line are simply adding something to 
what he already has and for that reason 
much life insurance lapses becaust 
the policies have not been tied up to a 


too 


particular requirement. But if we 
know, and there is no excuse for not 
knowing after having once talked to a 


man, his interests and his needs, we can 
point out to him where this particular 
proposal of ours will fit and will cover 
a contingency which has not been pre- 
viously protected and we will then build 
up a permanent coverage which you 
cannot build by simply selling additional 
policies. 

There is quite a difference in the state- 
ments made by a salesman man, 
“Mr. Jones, you ought to take another 
$10,000 policy” or “Mr. Jones, you should 
have a contract that will provide, in 
the event of your death, an income of 
$50 a month for the next 10 years, in 


to a 


| addition to the insurance that you have 


now, so that the education of your son 


may be completed.” Both statements 
mean the same thing Which do vou 
think is the most effective and which 
one makes the most sales? 
West Coast Moves July 1 

The West Coast Life of San Fran- 
cisco will mave into its new 14-stors 
building Julv 1. The company will 
| occupy the 13th and 14th floors O1 


July 11 the company will hold a pul-lic 
reception to which over 8,090 business 
and professional men and friends of the 
company have been invited. The front 
of the building is being fitted up with a 
large electric sign running from the 
fifth to the 14th floors with the 
pany’s name brilliantly inscribed ther 
on 


com 
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Having recently entered 
Indiana 


Agents Wanted! seaieemmemna 


Life Insurance Company 
of Springfield, Illinois, 





s10n 





- ‘ has several unusually at- 
sre For Attractive Contracts tractive openings in that 
oe state for life men of 
¥ general agency caliber. 
he | Write to — 


ce age ° . 
Contract direct with the 
Company. 
=. 
Over $125,000,000 of in- 


surance in force. 


just 
and 
duce 
bmit 
Oo be 
Now, 
ua 
1 re- 
how 


en{Jow 


’ aoe The remarkable growth 
ae oa dis and achievements of 

” : _OF HOUSTON,TEXAS. J THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 





so Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 


= J.C. Stribling J. M. Yoes, you the details of our proposition. 


a . v Atl ’ . 
| | President secretary Write direct to the Home Office, 
to | Springfield, Ill. 


























THE NATIONAL RESERVE LIFE WILL WRITE THEM 


=| INATIONAL RESERVE)|| 7° he “Life Insurance 
«| \LTFE IN SURAN Cf CO Agents of New York City: 


sol 
use | GEO. GODFREY MOORE, ?ressdenr 


ome | WHEN BETTER POLICIES ARE WRITTEN 








The National Underwriter Company’s New York Office 
at 75 Fulton Street, fourth floor of the Best Building, keeps 
a supply of Little Gem Life Charts, Unique Manual-Digests, 
Anderson’s Selling Points, Slough’s Practical Life Insurance 
Salesmanship, Easy Lessons in Life Insurance, The Medical 
Side of Field Work, Eames Demonstrators, Nash’s Register, 
Insurance Salesman and National Underwriter, (life edition) 
constantly in stock for your benefit. Come in and look over 
the Diamond Life Bulletins, the service of super-salesmen 


an, HOME OFFICE $3 TOPEKA, KANSAS and coming super-salesmen. 



































uld 
mn 
of We Want Th N ti al R Lif Every life insurance salesman visiting the New York 
ee District Managers e a on eserve I e office will receive a free copy of a pamphlet on “‘Closing”, 
i oul the contents of which are from the Diamond Life Bulletins. 
its Wrote more business in its own This treatise on Closing has been accepted as standard by 
ou Salesmen home state last year than 51 other some of the best producers and agency superintendents in 
a for companies, beating its nearest the country. 
ARKANSAS competitor, one of the big Eastern 
IOWA Companies by over $3,000,000. 
KANSAS 
: uae, | We Want Real Prod 
, NEBRASKA e Want Real Producers THE NATIONAL UNDERWRITER COMPANY 
me ona Men who wish to succeed in 75 Fulton St. Fourth Floor, Best Bldg. 
68 Dealt dite d building for themselves a future 
he Vont _ = with the fastest growing Life If you can’t come in, call Beekman 5655. 
nt in your application Insurance Company in the Middle 
te right away. West. 
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THREE POINTS OF CONTACT 


Treble Your Efficiency and Your Income 








ACCIDENT 


According to Webster, a triangle is ‘three lines intersecting.’’ Applied to Life 
Insurance selling this rule spells efficiency and success because it assures conservation of 
energy in the solicitation of business. 


The Agent who represents the Missouri State Life is equipped to offer Life, Acci- 
dent and Group Protection, thus working with utmost efficiency. He has the ‘“‘goods”’ 
to meet the needs of every client. 


He is known in his territory as a successful Life Insurance man. This reputation 
is strengthened and enhanced through the multiplied opportunities for claim service as 
disclosed in connection with claims under Accident and Group Insurance. This greater 
‘service which he renders and its attendant publicity makes a Missouri State Life Agent 
an outstanding figure in his community. 


An Agency contract with the Missouri State Life means increased opportunities 
for success. 


Our Expansion Program is rapidly developing. Attractive connections offered to 
big writers and brokers. 


MISSOURI STATE LIFE 


Insurance Company 
M. E. Singleton, President Home Office, St. Louis 
LIFE ACCIDENT HEALTH GROUP 


9048 
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